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Seaway a P.A. Question Mark; 
Wait-See Attitude Prevalent 


Some P.A.’s Looking Forward to Cheaper Foreign 
Materials and Machinery; Others Are Hesitant 


Montreal—Scores of ocean-going vessels waited impatiently here 
this week to begin an historic first journey through the St. Law- 
rence Seaway. While it opened the doors of many an inland pur- 
chasing department to world ports for the first time, the contro- 
versial waterway still remained a big question-mark to industrial 


buyers from Buffalo to Duluth. 

Some purchasing executives 
already consider the Seaway a 
sure route to new _ purchasing 
profits and industrial prosperity. 
But others polled by PURCHASING 
WEEK on the eve of the opening 
of the international water high- 
way, Said they were biding their 
time before altering established 
buying patterns. 

e Uncertainty over freight 
rates and delivery schedules ap- 
peared to be the major factors 
behind the prevailing “show me” 
attitude voiced in many cities 
such as Akron, Pittsburgh, Min- 
neapolis, and others. 

e Reluctance to shift from do- 
mestic to foreign suppliers also 
motivated a “go slow” attitude. 
But at the same time, the same 
P.A.’s said they would eventually 

(Turn to page 33, column 3) 


New Metals, Plastics 


Gaining Wider Use 
In Industrial Pumps 


New York—New materials, 
such as special metals and plas- 
tics, are gaining wider use in in- 
dustrial pumps. This has resulted 
from increasing pressure on the 
industry in two areas: 

e Demand for more specialized 
products. 

e Insistence 
ability. 

Major pump manufacturers 
told PURCHASING WEEK that this 
trend has brought not so much 
a flood of new products as it has 
extensive redesign and improve- 
ment of existing types. It also 

(Turn to page 35, column 1) 


on higher reli- 


Plastics Popular 
In Package Field 


Chicago—Plastics as seen at 
last week’s American Manage- 
ment Association’s National 
Packaging Exposition were pick- 
ing up momentum in their move 
into the packaging field. While 
the conventional materials—pa- 
per, cellophane—are by no means 
hurting, in some areas they are 
beginning to feel the impact of 
new materials. 

What is happening, one obser- 
ver told PURCHASING WEEK, was 
that plastics are cutting into es- 
tablished markets for the older 
materials. But at the same time 
the older materials are contin- 
ually turning up new uses and 
markets. On top of this, the entire 
packaging field is growing rap- 
idly, carrying with it all types of 
packaging materials. 

Last year the industry touched 
a $15-billion total for goods and 
(Turn to page 34, column 4) 


Central Office Set Up 


For Emergency Buys 


Washington—Washington has 
responded to long-standing pleas 
of state and local purchasing 
agents by setting up a central 
office to study the problems of 
governmental supply — require- 
ments in time of emergency. 

So far, it is a one-man office, 
run by Office of Civil & Defense 
Mobilization’s resources  pro- 

(Turn to page 21, column 3) 


Running Battle 
On Steel Prices 
Shifts to Capitol 


Washington—tThe steel __in- 
dustry and United Steelworkers 
shift their running battle over im- 
pending wage negotiations and 
steel prices to the halls of Con- 
gress this week. 

U.S. Steel Chairman Roger 
Blough and Steelworkers’ Chief 
David J. McDonald are slated to 
appear before the Senate Anti- 
trust & Monopoly Subcommittee. 
They nominally will testify on 
legislation that would require 
large firms to post proposed price 
increases with the government 
before putting them into effect. 

But now that steel management 
spokesmen and the U.S.W. have 
engaged in pre - bargaining 
clashes, the opportunity to use a 
congressional sounding board to 
appeal to the public plays a ma- 
jor consideration in their decision 
to appear. 

Dramatic undercurrents 
heighten the occasion. It brings 
the two leaders of one of the most 
powerful industries in the nation 

(Turn to page 34, column 1) 


Rubber Buyers 
See Short Strike 


Akron, Ohio—The spreading 
strike which hit the rubber indus- 
try last week had rubber prod- 
uct buyers busy checking inven- 
tory levels and alternate supply 
sources. 

Starting with U.S. Rubber, the 

unexpected walkouts later closed 
down plants of Firestone Tire 
and B. F. Goodrich, involving a 
total of 56,000 workers. Good- 
year managed to hold off, for the 
time being at least, any strike ac- 
tion by the United Rubber Work- 
ers. 
Most rubber-buying purchas- 
ing departments were hopeful the 
strike would be settled within a 

(Turn to page 33, column 5) 


Frank Pierce Active in Hawatian Red Cross 
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Honolulu—Wander down 


Merchant St. 


emergency arrives. 


Fortunately, disasters aren’t too common and 
Pierce also has plenty of time to work for an 
understanding employer in a job that tells a lot 
about the forthcoming 50th state. 

Castle & Cooke, Inc., was founded in 
to help bring in supplies for a missionary colony 
that had been cut off by its Boston headquarters. 
17-person purchasing department 
buys $6 or $7 million a year in goods for islands 
firms represented and now largely owned by 
Castle & Cooke. The roster includes three sugar 

(Turn to page 12, column 1) 


In 1959 its 


Honolulu’s 
and into the office of Frank R. 
Pierce. If you don’t find him, you might lay a 
50-50 bet there’s trouble somewhere. 

Besides being assistant purchasing agent for 
one of Hawaii’s ‘Big Five’ firms, Pierce, now 42, 
is disaster chairman for the Hawaii Red Cross. 

Floods, fires, a hurricane, and a tidal wave have 
all been Frank’s personal business in the last few 
years. He’s ready, too, if one of Hawaii's vol- 
canoes erupts and causes trouble or a civil defense 


busy 


1851 


t 


DIRECTING HAWAIIAN RED CROSS disaster crew is 
chairman F. R, Pierce, P.A. for Castle & Cooke, Inc. 


Survey Forecasts 7% 
Increase in Purchases 
Of Capital Esuipment 


Industry to Spend More in ‘59 Than Ever Before 
For Modernization, McGraw-Hill Survey Reveals 


New York—P.A.’s can look for a gradual increase in their pur- 
chases of capital equipment. Industry plans already call for a 7% 
step up this year. And preliminary estimates for 1960 indicate 
an even higher figure—though still below record 1956-57 levels. 

This picture is more than wishful thinking. It’s the major conclu- 
sion of McGraw-Hill’s latest survey on plans for new plants and 
equipment in 1959-62. 

Covering thousands of major 
firms the survey revealed: 

¢ Industry plans to spend more 
in 1959 than ever before to mod- 
ernize obsolete plants and equip- 
ment. Two-thirds of the capital 
expenditures planned by manu- 
facturing companies in the years 
1959-62 are for modernization. 

Only one-third is for expansion. 

e Manufacturing companies 
were operating at an average rate 
of 80% of capacity at the end of 

(Turn to page 21, column 1) 


Interprets the Survey 


In which industries are 
buying surges expected? And 
for what type of item? How 
will it affect prices and sup- 
plies? What’s the significance 
for your own buying opera- 
tions? P.W.’s exclusive chart 
story on pages 18 and 19 
gives the answers. 


Steel Production Zooms as Wage Fight Nears 

Washington—Steel productivity took a hefty drop in 1958 but 
is zooming this year ahead of the critical steel industry wage nego- 
tiations. The figure will be right in the middle of the hot bargain- 
ing which gets underway next month. 

The government’s Bureau of Labor Statistics last week released 
long-term figures on the productivity rating for more than a dozen 
industries—showing what has happened to output per-man-hour 
from 1947 onward. In basic steel, the climb in productivity has 
averaged out at just about 2% over the 11 year period. 

For 1958 alone, however, the productivity change in steel was 
a decline of 6.6%. The figure for early 1959 is not in as yet, 
but it’s expected to show a strong contrast with a big climb follow- 
ing the recession period. 

Productivity has been a big issue in the pre-bargaining spar- 
ring between the United Steel-Workers’ David J. McDonald and 

(Turn to page 34, column 3) 


This Week’s 
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Productivity—a two dollar word with billion dollar implica- 
tions—apparently holds the key to the crucial steel industry 
debate over wage-price relationships. Clearly lacking is a defini- 
tion that conveys meaning, scope, and implication in exactly 
identical terms to both sides. 

Divergent views that must be bridged were spotlighted last 
week. What could have been an even exchange—a year-long 
wage-price freeze—failed to materialize. The Steelworkers Union 
agreed that a price freeze would be fine, but insisted that rising 
productivity still merits and would permit wage increases. 

Therein lies a basic conflict that will compel some radical 
shifting or compromises if there is to be any hope for a settle- 
ment before the June 30 deadline. 

o 2 * 

The wage-price conflict between steel and labor is still in the 
public appeal stage. And steel management started throwing 
verbal uppercuts from all directions recently in a fresh campaign 
against what has been described as labor demands for “unearned” 
wage boosts. 

Top drawer industrial spokesmen spoke out against the 

(Turn to page 33, column 1) 
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This index was designed by the McGraw-Hill De- 
partment of Economics to serve as an overall sen- 
sitive barometer of movements in industrial raw 
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This Week's Commodity Prices 


METALS 


Pig iron, Bessemer, Pitts. gross ton 

Pig iron, basic, valley, gross ton 

Steel, billets, Pitts., net ton 

Steel, structural shapes, Pitts., cwt 

Steel, structural shapes, Los Angeles, cwt 


Steel, bars, del., Phila., cwt 

Steel, bars, Pitts., ewt 

Steel, plates, Chicago, cwt 

Steel scrap, #1 heavy, del. Pitts., gross ton 
Steel scrap, #1 heavy, del. Cleve., gross ton 
Steel scrap, #1 heavy, del. Chicago, gross ton 
Aluminum, pig, lb 

Secondary aluminum, #380 lb 

Copper, electrolytic, wire bars, refinery, lb 
Copper scrap, #2, smelters price, lb 

Lead, common, N.Y., lb 


Nickel, electrolytic, producers, lb 
Nickel, electrolytic, dealers, lb 

Tin, Straits, N.Y, lb 

Zinc, Prime West, East St. Louis, lb 


FUELS 

Fuel oil #6 or Bunker C, Gulf, bbl 

Fuel oil #6 or Bunker C, N.Y. barge, bbl 
Heavy fuel, PS 400, Los Angeles, rack, bbl 
LP-Gas, Propane, Okla. tank cars, gal 


Gasoline, 91 oct. reg, Chicago, tank car, gal 
Gasoline, 84 oct. reg, Los Angeles, rack, gal 
Coal, bituminous, slack, ton 

Coke, Connellsville, furnace, ton 


CHEMICALS 


Ammonia, anhydros, refrigeration, tanks, ton 
Benzene, petroleum, tanks, Houston, gal 
Caustic soda, 76% solid, drums, carlots, cwt 
Coconut, oil, inedible, crude, tanks, N.Y. lb 
Glycerine, synthetic, tanks, lb 


Linseed oil, raw, in drums, carlots, lb 

Phthalic anhydride, tanks, lb 

Polyethylene resin, high pressure molding, carlots, lb 
Rosin, W.G. grade, carlots, f.o.b. N.Y. ewt 

Shellac, T.N., N.Y. lb 

Soda ash, 58%, light, carlots, cwt 

Sulfur, crude, bulk, long ton 

Sulfuric acid, 66° commercial, tanks, ton 

Tallow, inedible, fancy, tank cars, N.Y. lb 

Titanium dioxide, anatase, reg. carlots, lb 


PAPER 
ooae roe. A grade, Eng finish, Untrimmed, carlots, 


Bond paper, #1 sulfite, water marked 20 Ib, carton lots, 
CWT 


Chipboard, del. N.Y., carlots, ton 

Wrapping paper, std, Kraft, basis wt. 50 lb rolls 
Gummed sealing tape, #2, 60 lb basis, 600 ft bundle 
Old corrugated boxes, dealers, Chicago, ton 


BUILDING MATERIALS 

Brick, del. N.Y., 1000 

Cement, Portland, bulk, del. N.Y., bbl] 

Glass, window, single B, 40” bracket, box, fob N.Y. 

Southern pine lumber, 2x4, s4s, trucklots, fob N.Y 
mftbm 

Douglas fir lumber, 2x4, s4s, carlots, fob Chicago, 
mftbm 


TEXTILES 

Burlap, 10 oz, 40”, N.Y. yd 

Cotton, middling, 1”, N.Y. lb 
Printcloth, 39”, 80x80, N.Y., spot, yd 
Rayon, satin acetate, N.Y. 4 
Wool tops, N.Y. lb 


HIDES AND RUBBER 
Hides, cow, light native, packers, Chicago, Ib. 
Rubber, #1 std ribbed smoked sheets, N. Y., lb 


"> 
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The index is not intended to give 
price movements of specific commodities. The items 
used are important only in that, together, they re- 
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flect the current general market trend in sensitive 
industrials. Weekly prices for most of the items cov- 
ered are published in ‘Commodity Prices” below. 
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Mother nature always has a way of compensating. 

An unsuspecting man from Mars—looking at our current price patterns— 
might be tempted to apply this biological truism to economics too. 

One glance at our compensating farm-industrial price movements might 
easily trap our unsuspecting visitor. 

Last year when some industrial prices were easing, nature (in the form 
of bad weather and crop failures) tended to bolster prices. 

Today when industrial prices are firming, the opposite is true. Nature has 
been overgenerous. Result: Agricultural tags are slipping. 

You can readily dismiss the Martian interpretation of these facts. But you 
can’t afford to ignore today’s deceptively stable price levels. 

= e + 


Just how deceptive they are can be gleaned from these statistics: 

Average industrial quotations, as measured by PURCHASING WEEK’S indus- 
trial wholesale price index have gone up close to 3% above spring °58 lows. 

Prices of farm products over the same period dropped close to 8%. 

Though these latter items bulk less heavy than non-farm items in the 
over-all index, the drop has been sharp enough to completely wipe out recent 
industrial price gains. 

And the Bureau of Labor Statistics’s over-all wholesale price index shows 
it. At last report the index was hovering around the 119 (1947-49 equals 
100) level. That’s exactly the same reading as April 1958. 


And the outlook calls for more of the same. 

Industrial quotes will continue to inch ahead as demand maintains its slow 
improvement. It reflects a buying step-up stemming from increased produc- 
tion requirements and a gradual inventory buildup. 

Added impetus to the upward industrial price tendency will come from 
expected wage hikes this summer. 

Farm easiness, on the other hand is expected to persist at least through 
autumn. Latest report on plantings, for example, indicate that total 1959 
acreage will go up for the first time in 3 years. 

Combine that with increased farm productivity and just average weather 
and it adds up to another almost certain bumper crop for 1959. 

Meat, too, is headed down. Hogs are already selling 23% below a year 
ago. And a seasonal increase in cattle marketings will soon be dropping tags 
on steaks and roasts. 

° * * 


It’s important to keep your eyes on both these trends. 

The reasons for watching the industrial trend are obvious. The case for 
pinpointing farm price trends is a bit more subtle. 

But that’s hardly an excuse for ignoring them. For indirectly they can 
play a substantial role in industrial demand and pricing decisions: | 

e Via the cost-of-living—Farm quotations are important components in 
the consumers price index (C.P.I.). And the C.P.I. is the basis for all cost-of- 
living wage escalation clauses. 

e Via demand—How agricultural prices move can affect demand for 
farm equipment and host of other items that consume the same raw mate- 
rals that you do. 

© Via public opinion—Public insistance on keeping a lid on tags varies 
directly with movements in the over-all price index. When farm tags stay 
weak it removes some of the pressures on labor, management and government 
to keep prices from rising. 
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Structural Steel, Lumber Prices 
Expected to Rise Sharply; Sales Up 


New York—A sharp increase 
in buying coupled with price rises 
for structural steel and most lum- 
ber products—that’s the outlook 
for building materials purchasers 
through summer of 1959. 

[he increase in purchasing ac- 
tivity and the price boosts both 
result from the boom in new 
construction that is taking place 
this year. Total new construction 
in 1959 should reach the $52.3 
billion mark—up 7% from last 
year and a new yearly record. 
Here‘s why: 

e Private housing starts which 
are leading the upsurge. March 
Starts, On a seasonally adjusted 
basis, were at their highest level 
for that month since 1950. And 
total first quarter private starts 
were over 40% above the year- 
ago level. 


Public Construction Up 16% 


¢ Public construction expendi- 
tures in the first quarter, paced 
by highway, housing, and military 
construction, were 16% above 
the 1958 level. And the total for 
1959 is expected to outpace the 
year-ago level by close to 15%. 

As the chart at right shows, 
output of building materials 
dipped close to 3% below the 
1957 level last year. But the 
1959 construction spurt should 
help raise production this year 
by close to 15% above 1958. 

Pricewise, “Engineering News- 
Record’s” index of construction 
materials continued to _ rise 
througout 1958 (see chart at 
right). And indications are that 
this year will show no letup in 
that trend. Average prices in 
March were close to 5% above 
the year-ago level, and it is not 
unlikely that the index will jump 
another 2 or 3% by the end of 
the summer. The reasons: 

e Pressure from _ increased 
wages which are expected to 
boost structural steel tags by 
some $4 a ton after the wage 
settlement is made this summer. 


Lumber Still Rises 


e Lumber and plywood prices, 
now rising fast, are expected to 
go higher before they recede in 
the early fall. After two rather 
poor market years, Northwest 
lumbermen are unlikely to allow 
production to exceed demand for 
the rest of the year. The log 
market is very strong and high 
prices for logs almost always re- 
sult in higher lumber prices. 

At the present time lumber 
tags are up anywhere from 10 to 
20% above year-ago quotations. 
And the expected demand-cen- 
tered boosts may be accelerated 
if a dry summer, such as we had 
last year, keeps loggers out of the 
woods. One Seattle wholesale 
lumber dealer told PURCHASING 
WEEK that he expects to see di- 
mension lumber selling for as 
much as $80 a thousand bd. ft. 
by mid summer. 

Plywood prices, however, are 
not likely to rise as quickly as 
those of lumber. But the trend 
will definitely be upward as long 
as residential building continues 
at a high level. 

Greatest price increases in ply- 
wood so far have been in the ex- 
terior grades. The reason for this 
sharp rise is the tremendous 
variety of uses for exterior ply- 
wood. Price boosts on interior 
grades of plywood, on the other 
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hand, have been narrower. Stiff 
competition from sheathing lum- 
ber has kept the lid on such in- 
creases. 

For a very different build- 
ing material price situation, one 
need only look as far as the im- 
portant cement segment of the in- 
dustry. After tags were raised at 
several Northeastern and some 
Western mills in January, pro- 
ducers across the country guaran- 
teed cement prices through the 
end of January 1960. 


The situation became even 
brighter for P.A.’s on the East 
Coast when Eastern railroads re- 
duced cement freight rates on 
April |. This put tags in New 
York some 4% below this year- 
ago quotation—although they are 
still some 10¢ a bbl. above the 
low hit last fall. 

Two other products which are 
continuing to expand in use as 
construction materials are alumi- 
num and reinforced plastics. Both 
products are being avidly pushed 
by producers. 

While stiff competition and 
technological progress are ex- 
pected to hold reinforced plastic 
tags level, aluminum users can 
expect a boost in prices. 
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THE MOST FLEXIBLE NEOPRENE WORK GLOVE EVER MADE 


The New Hood FLEXIPRENE is an all-purpose work glove that can 


give your workers greater efficiency, more saféty and comfort, 


through the extra dexterity provided by its exceptional flexibility. 


Numerous tests, under severe working conditions, prove 


that the new FLEXIPRENE glove assures the same 


chemical resistance, performance and wear as our 


PRENE is a jersey shell, 


neoprene-coated work glove, 


old style neoprene gloves. 


specially designed to combine 


long wearing properties with a con- 
struction that permits greater 


freedom. In addition to the two-piece 


hand 


jersey shell, its features include natural- 


fit curved fingers and a special wing 


thumb design. 


FOR COMPLETE INFORMATION WRITE TO 


Hood Industrial Gloves 


Watertown 72, Massachusetts 


INDUSTRIAL GLOVES » 


Purchasing Week 


RUBBER » 


Available in regular knit wrist style 
(No. F400) and in 12” (No. F401) and 
14” (No. F402) gauntlet styles. 


NEOPRENE + PLASTIC 
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Congress is polling major government agencies for their views 
on abolishing virtually all negotiated contract buying. 

The House Armed Services Committee is asking for comment 
on a bill sponsored by Sen. John J. Williams (R., Del.) that would 
require all federal procurement to be done on a competitive bid 
basis. 

His bill would require all government purchase contracts to be 
automatically awarded to the lowest responsible bidder. Excep- 
tions would be made only where advertising for public bids would 
be unfeasible because of national security. 

Williams contends that the government is wasting millions of 
dollars through negotiated bids. Even in the case of competitive 
bids, awards are not always granted to the lowest bidder, he 
argues. 

Similar legislation by Williams has been passed several times 
by the Senate but has been blocked in conference with the House. 
. & * 

You can get up-to-the-minute advice on buying from foreign 
countries from government commercial officers newly returned 
from their posts abroad. 

The Commerce Department is inaugurating a new program to 
provide personal consultation service on business abroad for 
Washington representatives of national trade associations. 

If you have any questions on buying abroad, write your trade 
association representative asking him to contact the Commerce 
Department. 

* * * 

The government is likely to kill off its plan to release some of 
its surplus copper inventories after the scare it produced in inter- 
national copper markets in New York and London. 

When rumors of the government’s plan began to leak out, 
smelter’s prices eased off in their sharpest break since copper 
prices began strengthening in recent months. The government 
apparently will back down as the result of heavy pressure from 
industry and influential mining state senators. 

a * 

The Joint Economic Committee has a new staff director for its 
major inflation and growth study. He’s Otto Eckstein, 32-year-old 
economist from Harvard University. 

Eckstein is rather young to be handed such a tough assignment 
—both politically and economically—but he comes to the com- 
mittee with a solid record in price and fiscal policy. 

He is considered a comer in the field of economics. And he 
has one big advantage for such a ticklish assignment over other 
more well-known names—he’s not typed in his views and has no 
axe to grind. 

* * . 

Administration officials are rubbing their hands over the pros- 
pect of a goed statistical month. They expect business to get 
a renewed surge of confidence that could prompt a faster spring 
expansion when the reports are in. They also hope it will ease 
up on pressures to spend more on unemployment aid. 

The two latest reports are on industrial production and personal 
income, both encouraging. The Federal Reserve’s index of indus- 
trial production jumped two points to hit 147 in March, a record 
high. Production gains were registered for durable goods gen- 
erally and notably in autos, producers’ goods, steel, farm machin- 
ery and construction materials. Personal income climbed 
$3 billion on an annual rate, making more money available for 
consumer purchases. 

e * ” 

The Interstate Commerce Commission has opened an investiga- 
tion into the controversial question of guaranteed discount rate 
systems for American railroads. 

The commission wants more time to study the matter before 
deciding whether to introduce guaranteed rates in this country 
similar to those in effect in Canada and Great Britain. 

Under such a system, railroads would grant a special discount 
rate to large shippers who agree to move annually the major 
share of their business by rail. 

The commission instituted the study after it flagged down the 
Soo Line from introducing the first guaranteed U. S. rates on 
shipments of iron and steel pipe and tubing from Sault Ste. Marie 
to Chicago. 

The Soo Line proposal provoked a roar of protest from truckers 
and barge operators who feared they would lose business to the 
rails under it. They argued it would undermine the present rate 
system in the U. S, : 

They succeeded in delaying for about a year any decision on 
the matter. The ICC investigation will last seven months, during 
which time it will receive testimony and hold public hearings. 


Weekly Production Records, which usually appear in 
this space, will be found in this issue on Page 34. 
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A continuation of the slowly rising trend charac- 
Index again in 
March. Boosts in gasoline and textile products 
pushed the index up slightly from the February 


Rails Continue 
Merger Plans 


Washington—Norfolk & West- 
ern and Virginian Railways have 
asked the Interstate Commerce 
Commission for permission to 
merge. Officials of the roads said 


Meanwhile, the Delaware, 
Lackawanna & Western and the 
Erie Railroads have decided to 
begin “immediate negotiations” 
toward a merger. The two roads 
made this decision last week after 
they, together with the Delaware 
& Hudson Co., had decided to 
terminate talks concerning a 
three-way merger. 

Norfolk & Western and Vir- 
ginian officials said major econ- 
omies should result from taking 
advantage of Virginian’s low 
grade line over the Allegheny and 
Blue Ridge Mountains for the 
movement of eastbound coal and 
other traffic, and through coor- 
dinated operation of yards, shops, 
and terminals. 

They said other economies 
would result from the integration 
of administrative, accounting, 
soliciting, and other usual activi- 
ties. In addition to L.C.C. au- 
thority to merge, stockholders 
must vote on the proposal. 


Slichter Says Prices 
Creeping Up Healthy 


Boca Raton, Fla.—Govern- 
ment and industry should stop 
making a “fetish of a stable price 
level,” Harvard economist Sum- 
ner H. Slichter said last week. 

Slichter, who thinks “a little” 
inflation is a healthy thing, pre- 
dicted prices will continue to 
creep upward in the near future. 
But he added, in a speech before 
the Association of Reserve City 
Bankers, that the upward move- 
ment is not likely to “break into 
a gallop.” 

“A rising price level (inflation, 
if you will) is likely to be a sign 
of vigorous economic health, of 
an economy possessing great 
capacity to develop new invest- 
ment opportunities,” the Harvard 
professor declared. 

Slichter contended that “un- 
justified” fears of inflation have 
deprived the United States of 
“billions of dollars of production 
and millions of man years of em- 
ployment” by curbing economic 


expansion. 
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they hope for a prompt ruling. |’ 


level. At 102.5 the index is up less than 2% from 
the year-ago level. Increases of over 5% during the 
past 12 months have been limited to pumps and 
compressors, wire and cable, and leather products. 


This Month's Industrial Wholesale Price Indexes 


Mar. 
1959 
97.5 


97.4 


Item 
Cotton Broadwoven Goods........ 
Manmade Fiber Textiles.......... 
Leather 


96.7 
102.3 
99.0 


Raw Stock Lubricating Oils....... 
Inorganic Chemicals 

Organic Chemicals 

Prepared Paint 


Tires & Tubes 


Rubber Belts & Belting 

Lumber Millwork 

Paperboard 

Paper Boxes & Shipping Containers 
Paper Office Supplies 


100.0 
101.9 


Finished Steel Products........... 109.1] 


Foundry & Forge Shop Products. . . 


Hand Tools 

Boilers, Tanks & Sheet Metal 
Products 

Bolts. Nuts, ete 

Power Driven Hand Tools........ 

Small Cutting Tools 


107.0 
108.2 


106.7 
111.3 
116.5 


Precision Measuring Tools........ 


Industrial Furnaces & Ovens...... 

Industrial Material Handling 
Equipment 

Industrial Scales 


Fans & Blowers 

Office & Store Machines & 
Equipment 

Internal Combustion Engines 

Integrating & Measuring 
Instruments 


Transformers & Power Regulators. 101.5 

Switchgear & Switchboard 
Equipment 

Are Welding Equipment 

Incandescent Lamps 

Motor Trucks 


104.6 
103.9 


Commercial Furniture 
Glass Containers 
Flat Glass 


Gypsum Products 

Abrasive Grinding Wheels........ 

Industrial Valves 

Industrial Fittings 

Anti-Friction Bearings & 
Components 


Feb. 
1959 
96.9 
97.2 
114.5 
95.3 
76.0 


96.7 
102.2 
99,1 
103.5 
102.1 


103.2 
101.2 
100.0 
101.9 
101.2 


109.3 
106.2 
95.7 
89.2 
106.0 


109.3 


99.3 
107.0 
108.1 
106.4 


106.7 
111.3 
115.9 


104.3 
104.8 


105.1 


103.5 
103.7 


115.2 
104.4 


101.5 


104.6 
103.9 
110.0 
109.0 


105.5 
106.3 

99.6 
102.7 
106.0 


106.4 


96.6 


Mar. % Yrly 
1958 Change | 
95.6 2.0 
98.7 
103.2 
93.7 
78.8 


102.0 
100.9 

99.9 
103.4 


102.2 


99.1 
99.1 
100.0 
100.8 
101.2 


106.1] 
105.0 
92.3 
85.1 
105.6 


106.6 

99.2 
109.5 
103.2 
107.5 
106.1 
105.0 
111.3 


103.9 
104.8 


103.2 


103.3 
103.2 


111.3 
102.6 


100.7 


+ ++ 44+ 4+ 


105.1 
102.8 
110.6 
105.9 


+ +141 


105.0 
106.3 
100.0 
101.9 
103.3 


++| 


104.7 
100.3 
101.3 

94.4 


2.2 


98.9 
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This motor can drive anything...almost 


This squirrel cage, open frame, integral horse- 
power Century Electric motor works fine or dozens ui 
applications. You’ll find it giving dependable low-cost 
service on blowers, fans, pumps, lathes, drilling ma- 
chines and grinders. But... 


It can’t do everything. There are many appli- 
cations where it won’t give good results. That’s why 
you can’t use just any motor on your equipment. You 
need the right motor. The motor that gives you the 
right combination of torque, horsepower, acceleration 
and efficiency for you to get top performance from 
your equipment. 


Century Electric can help you get that right 
motor. Here’s why: Century Electric sales engineers 
are motor experts. They know motors and drive prob- 


lems inside and out because they think, sell and apply 
motors and nothing but motors. They can sit down 
with you and give you on-the-spot answers. 


Over 10,000 types of motors are available from 
Century Electric. There is one for every type of appli- 
cation and for any kind of operating condition— 
dusty, corrosive, explosive or moist. Century Electric 
sales engineers will help you select the right one. They 
don’t have to rely on only a few types, like this stand- 
ard squirrel cage motor, to do everything. 


For more than a motor—for help in selecting the 
right motor for your application, just contact your 
nearest Century Electric Sales Office or Authorized 
Distributor. A Century Electric sales engineer will be 
glad to help you. 


CENTURY ELECTRIC COMPANY 


St. Louis 3, Missouri Offices and Stock Points in Principal Cities 


58-27 
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N.A.P.A. President 


Gordon Affleck 


Attends Little Rock Groups Meeting 


District 7 Officers Also 


Were Present at Annual 


‘Bosses Nite’; P.A.’s Code of Ethics Discussed 


Little Rock, Ark.—Members’ 
bosses, District 7 officers, and 
N.A.P.A. President Gordon B. 


JIM CLARK, right, District 7 vice 
president, shakes hands with his 
successor, Sid Jackson. 


Affleck attended Little Rock Pur- 
chasing Agents Association’s An- 
nual “Bosses Nite.” 

Affleck spoke on purchasing 
problems, a code of ethics, and 
P.A.’s position in management. 
He also pointed out that local 


Milwaukee Chapter 
Awards Fellowship 


Milwaukee — Business theory 
and practice will meet again for 
six weeks this summer. The Allis- 
Chalmers manufacturing plant 
will be the practical classroom 
for Milwaukee Purchasing Asso- 
ciation’s second fellowship re- 
cipient, I. V. Fine, a professor of 
commerce at the University of 
Wisconsin. 

Last year, Bro. Leo V. Ryan 
of Marquette University won the 
association’s award. Ryan spent 
six weeks in A. O. Smith Corp.’s 
purchasing department. During 
the six weeks he was able to sit 
in on staff purchasing and traffic 
conferences, observe operations 
in material testing and control 
labs, observe value analysis in 
operation, and see purchasing ap- 
plied to specific phases of an in- 
dustrial operation. 

The association initiated the 
fellowship to advance the teach- 
ing of purchasing by providing 
practical experience to supple- 
ment classroom theory. 

Allis-Chalmers purchasing per- 
sonnel will supervise Fine’s daily 
program. Fine also will receive 
a full salary during the six weeks 
of study. 


associations’ members can help 
N.A.P.A. progress by contribut- 
ing ideas. 

Seventh District Vice President 
Jim Clark, a member of the Pur- 
chasing Agents Association of 
Florida, reported that Florida 
P.A.’s were the first to reach a 
15% membership increase in the 
district. 


On a 
SPRING COUNCIL MEETING of N.A.P.A. District 7 gathered together 
all the chapter presidents, national directors, committee chairmen. 


Twin City P.A.’s Told 
Value of Local Chapter 


St. Paul, Minn.—N.A.P.A.’s 
success depends on the vitality of 
the local association member, 
N.A.P.A. President Gordon B. 
Affleck told Twin City P.A.’s last 
month. 

Affieck said local members 
through their associations can let 
the N.A.P.A. know what they 
need and want. He added that 
any contribution by local mem- 
bers directly benefits the national 
association. 

Earlier, 110 members toured 
McCullough Corp.’s marine prod- 
ucts division. 


Experience — the added a//oy in Allegheny Stainless 


“As a matter of fact, | do re- 
member when we made a 
profit using your items. | cele- 
brated that day and bought 
myself a celluloid collar!’ 


AM350 PROPERTIES (density =0.282 Ibs. per cu. 


TENSILE STRENGTH 


: DENSITY 


2% YIELD STRENGTH 


DENSITY 


ALUMINUM 7075-76 


J—JUNVUIANGL 1S | 


TENSILE STRENGTH 


DENSITY 


ELONGATION 


20.0% 
15.0% 


10.0% 
5.0% 
1 


i 
900 000 = 1100S «1200 


% Elong. in 2” 


Two for the space age—AL’s AM-350 and AM-355 
precipitation hardening steels 


A unique combination of highly desirable properties de- 
scribes Allegheny Stainless AM-350 and AM-355 Steels. 
They combine high strength at both room and elevated 
temperatures, excellent corrosion resistance, ease of fabrica- 
tion, low temperature heat treatment, good resistance to 
Stress corrosion. 

They are proving the answer to many space age problems. 
Airframe and other structural parts, pressure tanks, power 


‘ plant components, high pressure ducting, etc. are all 


natural missile and supersonic aircraft applications for 
AM-350 and AM-355. 


AVAILABILITY: AM-350, introduced several years ago, is 
available commercially in sheet, strip, foil, small bars and 
wire. AM-355, best suited for heavier sections, is available 
commercially in forgings, forging billets, plates, bars 
and wire. 


CORROSION RESISTANCE: Compared to the more fa- 
miliar stainless grades, AM-350 and AM-355 resist corrosion 
and oxidation better than the hardenable grades (chromium 


WSW 7516 


martensitic) and only slightly less than the 18 and 8’s. 
They resist stress corrosion at much higher strength levels 
than do martensitic stainless grades. 

SIMPLE HEAT TREATMENT: High strength is developed 
by two methods. Both minimize oxidation and distortion 
problems. The usual is the Allegheny Ludlum-developed 
sub-zero cooling and tempering (SCT): minus 100F for 3 
hrs plus 3 hrs at 850F. Alternate method is Double Aged 
(DA): 2 hrs at 1375F plus 2 hrs at 850F. 

EASY FABRICATION: AM-350 and AM-355 can be spun, 
drawn, formed, machined and welded using normal stain- 
less procedures. In the hardened conditions, some forming 
may be done . . . 180 degree bend over a 3T radius pin. 
Also AM-350 can be dimpled in the SCT condition to 
insure accurate fit-up. 


For further information, see your A-L sales engineer or 
write for the booklet “Engineering Properties, AM-350 
and AM-355.”" Allegheny Ludlum Steel Corporation, 
Oliver Building, Pittsburgh 22, Pa. Address Dept.PW-16 


ALLEGHENY LUDLUM 


Export distribution: AIRCO INTERNATIONAL 
EVERY FORM OF STAINLESS... EVERY HELP IN USING IT 
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Freeloaders Weakening Economic 
Strength, North Jersey P.A.s Hear 


Allegheny-Ludlum Steel 


Executive Stated Theory 


Could Be Cause of Inflation, Budgetary Problems 


Newark, N. J.—The nation’s 
economic strength is being weak- 
ened by “freeloaders,” a steel in- 
dustry purchasing executive de- 
clared at the North Jersey Pur- 
chasing Agents Association’s 
April meeting. 

E. F. Andrews, Allegheny- 
Ludlum Steel Co., and a past 
N.A.P.A. president, said growth 
of a “freeloading” philosophy 
could be the cause of some of the 
nation’s inflation and budgetary 
problems. 

Addressing 400 sales and pur- 
chasing executives at the North 
Jersey group’s annual purchas- 
ing-sales dinner, Andrews said: 
“In this abundant economy and 
society, we seemed to have added 
an additional freedom—‘free- 
loading.’ Under the guise of 
abundance and economic growth, 
we also seem to have changed our 
philosophy from one or more 
reward for more work to one of 
receiving more for less.” 

Andrews said purchasing’s fu- 
ture depends on the individual 
purchasing executive’s ability to 
serve management to the fullest 
extent and in all fields. 

“Purchasing’s objective should 
be to maximize total returns for 
total investment, he said, “and 
this calls for a thorough under- 
standing of management’s opera- 
tion. And I don’t know whether 
we can grasp management’s needs 
within the limiting boundaries of 
professionalism.” 

The association 


N.A.P.A. District 4 
Names Berry V.P. 


Indianapolis, Ind.—John M. 
Berry, of Kennedy Tank & Mfg. 
Co., has been elected vice presi- 
dent of N.A.P.A. District 4. 

Long active in local associa- 
tion, district, and national asso- 
ciation affairs, Berry is vice presi- 
dent in charge of purchases at 
Kennedy Tank. 

Berry, who succeeds Russell T. 
Stark of Burroughs Corp., was 
elected to the District 4 top office 
at the recent district council 
meeting at Ann Arbor, Mich. A 
member of the Purchasing Agents 


nominated 


JOHN M. BERRY, District 4 V. P. 


Association of Indianapolis since 
1936, Berry has held every local 
office, served three terms as na- 
tional director, and was a member 
of the General Publications Com- 
mittee, Commodity Reports 
Committee, and several other na- 
tional committees during his 
N.A.P.A. service. 
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officers: Howard Webster, presi- 
dent; Ted Kopacki, first vice 
president; Charles Messner, sec- 
ond vice president; Irene Gordon, 
treasurer; John Babiy, secretary; 
and Phil Gordon, national di- 
rector. Richard Smith and Vin- 
cent Huether were nominated for 
two-year terms on the executive 
committee. 


Copper Outlook Good Milwaukee P.A.’s Told 


Milwaukee—Long-range cop- 
per industry prospects look bright 
although strike clouds may mar 
the immediate future, Herbert M. 
Weed, vice president of Anaconda 
Co. reported to Milwaukee P.A.’s 
recently. 

Weed said he would not at- 
tempt to predict the outcome of 
contract talks with the Mine, Mill 
& Smelters Union which “has a 
good hold on the industry.” The 
union is seeking a 32-hr. week, 
pay increases, and a number of 
fringe benefits, he pointed out to 
the P.A.’s. 

Weed added that because of 


the strike, copper prices “look 
firm, at least until July. After 
that, it’s anybody’s guess.” 

Reviewing the long-term out- 
look, Weed said, “As long as 
standards of living increase and 
there is a continuing increase in 
population, per capita consump- 
tion will rise, and demand for 
copper will continue to rise.” 

Terming copper a “political 
metal,” Weed explained that cop- 
per prices fluctuate so much be- 
cause the metal is so tied to some 
nations’ economies that political 
events directly affect prices of 
the red metal. 


Value Analysis Topic 
Of Harlan Cross’ Talk 


Syracuse, N. Y.—Members of 
the Syracuse and Central New 
York P.A. Association learned 
more about value analysis and 
Standardization from the N.A.- 
P.A.’s authority on the subject at 
their March 25 meeting. 

Harlan C. Cross, of United 
States Pipe & Foundry, discussed 
the benefits of value analysis and 
standardization techniques. 

In reporting on Cross’ talk in 
the April 6 issue, PURCHASING 
WEEK erroneously stated his dis- 
cussion dealt with purchasing 
education. 


RI 


2000-community service. United 
serves more major markets than 
the combination of cities offered 
by any other line. 


Largest high-speed cargo fleet. In 
addition to DC-6A Cargoliners, 
United passenger DC-7s and other 
Mainliners carry air freight. 


YOU PAY NO MORE FOR EXTRA CARE WHEN YOU SHIP 


GHT EXCLUSIVE 


Central GHQ for cargo insures extra care 
for your shipment on United Air Lines 


United Air Lines’ unique Denver operating base includes centralized cargo control. This 
permits minute-to-minute scheduling of space on the more than 900 United flights daily. 
There’s always a “right flight” for your cargo. When you call U nited, you’re promised 
space (Reserved Air Freight) to any of 82 cities—and on as little as three hours’ notice! 


AND MORE “EXTRAS”’ 


in the box. 
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Door-to-door pickup and delivery 
makes shipping United as effort- 
less as dropping an Air Mail letter 


Radar on every United Mainliner® 
helps guide shipments past delay- 
ing weather, 
livery promises. 


FREE BOOKLET 


service. 


tells how United Air Lines saves 
shippers money, provides better 
How about you? Just 


write to Cargo Sales Division, 
United Air Lines, 36 South 


helps you keep de- 


/® 
UNITED AIR LINES 


Wabash Ave., Chicago 3, Illinois. 


—_——. This Week's 
zs 
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@ 
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London—Pricewise, commodities in London generally are 
holding gains made earlier this year and slow over-all rises are 
anticipated in future months. 

Rubber, tin, wool, and sisal have all been dearer to buy lately. 
The stronger tone is attributed to improved international eco- 
nomic conditions generally, rather than to special factors. 

Metals, however, still seem uncertain. Across-the-board rise 
here undoubtedly still awaits signs of major restocking moves in 
Western Europe and the States. 

Copper prices at the moment are particularly sensitive. The 
London market is very strike conscious, and undoubtedly would 
react sharply to stateside labor upsets. But possibilities along that 
line seem diminished for at least the time being. 


Paris—Despite trouble in Algeria, France is going full-speed 
ahead in her plan to industrialize North Africa. 

Latest development is the decision of the French Steel industry 
to build a big new mill and gas pipeline. A study group is already 
working on the government aided project which is aimed at rais- 
ing Algerian living standards. 

The pipeline will go from the Sahara’s fabulous Hassi Rmel 
field to Bone in northeast Algeria. Bone will be the location of 
the steel mill which is expected to have a half-million ton steel 
capacity. 

The project, which has been approved by the French govern- 
ment, will take four years to complete and will cost an estimated 
$200 million—$120 million for the steel mill, and $40 million 
each for the power plant and the gas pipeline. 


small and fime pitch Gears | icc. ccc cic wnt we mss wm 
for precision equipment 


is already reaching substantial proportions. 
A $140 million agreement signed between the two countries 
calls for assistance covering a wide variety of industrial areas. 
Specifically, the Soviet Union is committed to help set up 25 
plants, by providing all the equipment and technicians. Equip- 
No matter how fine your gear requirements — Perkins can solve your vi (he of these factories will be delivered between 1961 
. . . . . ° an ~e 
problems. Perkins Bsscyue custom-gear CREIMCCEINGE aeevece, available to Plants cover such basic fields as chemicals, textiles, electrical 
your engineering staff prior to the blueprint stage, will... eliminate} equipment, steel, machinery, canning, etc. 
production headaches cut excessive costs. This service — recognized In addition, the agreement provides that the Soviet Union may 
, ° A missile Seid d we" give similar assistance to 18 other projects (industrial, agricultural, 
by leaders in the radar, electronic and missile fields, and backe y 52) communications, transport) after the Iraqi authorities have made 
years of custom gear experience — assures the precision quality needed to] the necessary studies. 
guarantee trouble-free operation. Don’t gamble with gear performance 
... Perkins skilled personnel, 
together with modern up-to- 
date equipment guarantees 
fast delivery on prototypes 
or production runs. Call or 
write Perkins for complete 
information on custom-gear 
engineering and a quotation 
On your requirements. Then 
judge for yourself. 


YOURS ON REQUEST 
Folder showing cus- 
tom gears Perkins has 
made (from various 
| materials) for aircraft, 
automotive, precision 
| instruments, home 


emicibeg appliances, portable 
. ' and machine tools, 

and other products. 
E § Includes Perkins fa- 
| cilities for producing 


various gear types and 
sizes, Write today. 


BT 
NTEED 
to give 
drip-tight 
leak-proof 
seal 


greatest name 
in unions 


DART 


For over 55 years the firm guarantee nut, make a drip-tight, leak-proof 
back of each and every DART UNION connection WITHOUT EXCESSIVE 


MACHINE AND GEAR CO. 


Dept.2J West Springfield, Mass. 
Telephone: REpublic 7-4751 
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sold has been — “if one should leak 
through we will give you two”! The 
record reveals that less than 1 in every 
100,000 has proven to be faulty. The ex- 
tra wide bronze to bronze seats, preci- 
sion ground to a true ball joint, mount- 
ed in heavy malleable iron pipe ends 
and protected by an extra heavy union 


WRENCHING time and time again. 


Guarantee positive tight connections 
and extra long service on your pipe 
lines by using the DART GUARAN- 
TEED UNION. 


Yours on request: Descriptive brochure 
on Dart Unions and Union Fittings. 


DART UNIONS Products of DART UNION COMPANY PROVIDENCE 5. R. 1. 


GENERAL 


"E Fairbanks comeany 


SALES 393 LAFAYETTE STREET, NEW YORK 3, NEW YORK 
AGENT BRANCHES: NEW YORK 3 


PITTSBURGH 22 * 


BOSTON 10 * 


ROME, GEORGIA 
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British Budget Boosting Consumer 
Spending and Capital Investment 


Government Hopes to Inject More Than $1 Billion 
Spending Power in Economy; World Effect Expected 


London—Britain has come up 
with a new budget designed to 
boost both consumer spending 
and capital investment. The hope 
is it will inject more than $1 bil- 
lion of new spending power into 
the British economy. The effect 
could have world-wide potential. 

The Macmillan government 
cheered individual Britons with 
a 3.75% reduction on income 
taxes plus reductions on luxury 
goods, sales levies, and various 
other sales tax groups. 

British industrialists also re- 
ceived strong fiscal encourage- 
ment by investment allowances 
which dovetail nicely into the 
consumer purchase and income 
tax measures. 

Most industrial commentators 
believe that by fall, under-utiliza- 
tion of plant and machinery in 
the United Kingdom will be 
greatly reduced as a result of the 
government’s_ financial moves 
now. And if that is so, impact 
on world trade and prices could 
be considerable. 


Hope for Stable Prices 


British authorities hope that 
domestic prices will be held 
stable despite an expected rise 
in imports this year. Authorities 
look to wage restraint and in- 
creased productivity to check in- 
flationary tendencies. 

At the same time, Britain’s 
“Purchasing Bulletin,” official 
organ of the Purchasing Officers 
Association, reckons there still 
may be some slack in the econ- 
omy at year-end and “danger of 
an excessive boom in imports 
can be ruled out.” 

But whatever the extent of in- 
dustrial restocking, Britain is 
going to import more this year as 
the demand for most commodi- 
ties increases. And that will make 
for firmer world prices. 


Two Kinds of Allowance 


Under the new budget, British 
industry will operate under two 
kinds of investment allowances. 
The first—initial allowances—is 
simply a form of accelerated de- 
preciation, allowing write-off of 
a higher proportion of total cost 
in the year of acquisition. 

The second—what the British 
call an “investment” allowance— 
provides the same kind of first 
year relief, but the allowance is 
not deducted from cost when cal- 
culating the second year’s wear 
and tear. Thus, investment allow- 
ances in effect constitute perma- 
nent tax remissions. 

Broadly applied, industrial 
buildings will be allowed 10% 
investment allowances, retaining 
initial allowances at 5%. For 
plant and machinery, investment 
allowances of 20% have been 
re-instated, with the initial allow- 
ance cut to 10%. 

Thus the stimulus to industry 
provided by the investment allow- 
ance changes springs entirely 
from the subsidy element accru- 
ing subsequent to the year of 
purchase. 

British purchasing executives 
generally applauded the govern- 
ment’s financial program on 
grounds that it went all out to 
add purchasing power. Some 
were critical, however, of the 
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suggestion the program policy 
would vary according to the coun- 
try’s industrial condition. They 
argued that investment must be 
based on long-term certainty. 
Out in front with a welcome 
was Britain’s machine tool indus- 
try, which had been pressing a 
long time for reintroduction of 
investment allowances. 


East German Machine Tool Industry Gaining 


New York—East Germany is 
gaining new stature in world 
machine tool markets. The 
McGraw-Hill magazine “Ameri- 
can Machinist” reports that de- 
sign improvements, increased 
production and exports, and new 
Soviet bloc production policies 
are all helping the East Germans. 

The 140 models exhibited by 
East Germany at the Leipzig 
Trade Fair included more than 
40 of new design or containing 
basic improvements. “American 
Machinist” said the design and 
quality were of high standard. 

East Germans expect machine 


tool output to triple by 1965. 
Current production figures are 
not disclosed, but it is estimated 
the total is running at about 
50,000 cutting and forming ma- 
chines yearly, higher than simi- 
lar production in Great Britain. 


Reds to Mass Produce 
Pneumatic Computers 


Moscow—Soviet officials plan 
quantity production of a “highly 
accurate” pneumatic computer 
for chemical, petroleum, gas, and 
other industries. 


Prototype is now undergoing 
tests. The computer adds, sub- 
tracts, multiplies, divides, ex- 
tracts square root and squares, 
and integrates and differentiates 
equations. Pneumatic system is 
slower than electronic but smaller 
in size and simpler in design. It 
is accurate within 0.35%. 

A brief description of its op- 
eration said compressed air enters 
through pipes into boxes contain- 
ing a system of metal discs, each 
disc having built-in rubberized 
fabric membranes. Operator gets 
required results by regulating air 
pressure within the discs. Prob- 
lem received and results are fixed 
with help of ordinary pressure 
gages. 


ERB i 


Tailor-made rubber and flexible vinyl parts produced through Ohio Rubber 
“Customeering” for original equipment in every industry. 


How OHIO RUBBER fashions 
more profitable PARTNERSHIPS 


An Ohio Rubber “Customeering” engineer may 
start with your blueprint, but he begins saving you 
money after he checks your performance require- 
ments—what you need, where and how you'll be 
using your component part. 


Your savings start with his recipe for the material 
which goes into your part. Only the essential prop- 
erties required for the better performance of your 
product will be inciuded—you will not be buying 
properties you don’t need. 


The ORCO engineer’s recommendations for 
feasible design modifications will further help pro- 
duce a better part, frequently at big savings to you. 


Combined with Ohio Rubber’s integrated mold 
and die service, complete facilities for molding, 
extruding, and bonding to metal, here’s a profitable 
partnership you may want to consider for your 


custom-made parts of rubber, 


synthetic rubber, 


silicone rubber, polyurethane, or flexible vinyl — 


one that offers all the advantages of single source 


control and responsibility. 


Suggestion: The more complete story behind 
Ohio Rubber’s long-standing and profitable part- 


nerships with leading original equipment manufac- 
turers is more fully told in ORCO Bulletin 715. 


Write for your free copy today! 
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E. F. Saulsberry 
Ideal Cement Co., Denver 


Print Order This Issue 26,092 


Spend at Least 5 Minutes and Think 


NLESS you have at least five minutes to spend thinking—doing 
i | nothing else—don’t waste precious minutes reading the rest of this. 
Put it away and come back to it when you're in a thinking mood. 
Now that you're set to think, ask yourself a few questions, in fact, just 
ask one question, a multipart question: 


“I heartily recommend it to my son and to the sons 
of all others who, like my son, may be starting out in 
life with a normal education and ambition to burn. I do 
so because I know of no other profession, occupation, 
or skill, except those highly specialized or those in 
the higher echelon of business management, that offers 
more challenge, interest, excitement, and enjoyment 
during the short span of a business life. 

“My recommendation to these adventuresome young 
souls in business is offered with certain qualifications. It 
should be considered only by those who have a ‘jack-of- 
all-trade’ ambition and a burning desire for knowledge 

and the stamina, perserverance, initiative, and determination to plod this hazardous, 
never-ending curriculum vitae that offers no master’s degree. 

“The qualifications, dear sons, are many. First, a willingness for hard work, 
a good sense of value, a liberal sprinkling of common sense, a fondness for read- 
ing and writing, a good eye and two feet for looking, good ears for listening, a 
fair-dealing spirit, a gambling ear, a gift of patience and kindness, and an unre- 
Strainable craving to be of help to others. A certain few of the attributes and 
a certain amount of knowledge may be acquired, developed, or forced upon you by 
employers and by your association and contacts with suppliers, salesmen, engineers, 
chemists, cost accountants, traffic men, printers, geologists, budgeteers, busi- 
ness and research analysts, economists, lawyers, department associates, depart- 
ment heads, plant managers, executives, and from your own employees when you 
reach that questionable yet enviable position of superiority. 

“A lifetime or two is too short to learn a smattering of what you should know, 
but a little cooperation and pleasantness will pave your way to a good life filled 
with satisfaction. It is heartening to know that whatever the outcome in this 
career, if chosen, and if you apply your abilities properly, you are certain to be 
better qualified for other endeavor, or that big opportunity when offered to you.” 


When did I last greet a suggested change enthusiastically? 
It’s for sure that all ideas for changes are not good, but by the same 
token, all are not bad. If the people working with you are not coming 
up with ideas, something’s wrong. Maybe it’s their fault; maybe it is 
yours. Don’t kill ideas just because they’re not perfect in their original 
form; the germ of an idea can be nurtured into a tailor-made solution 
to a critical problem. 


When did I last go out of my way to help someone else in purchasing? 
It’s easy to shrug our shoulders and say “when I was new in the business. 
no one helped me; let the youngsters struggle through with their prob- 
lems, it'll do them good.” It’s true that wrestling with a problem and 
licking it is soul satisfying. It’s also true that if all newcomers continue 
to make the same mistakes their elders did, the purchasing profession 
is not helped. 


When did I last take on a civic responsibility? 
No one can force you to sign up for such a job; most are a headache, 
you get a lot of criticism and little if any praise. But you do get satis- 
faction, you do know that you are a contributor. 


A. W. Gudal 
Lukens Steel Co., Coatesville, Pa. 


“Definitely yes. Purchasing in interesting, exciting, 
challenging, and presents an excellent opportunity to 
exercise initiative and enhance your firm’s profit posi- 
tion. Due to excellent broad experience within a cor- 
porate organization, as well as with vendors and cus- 
tomers, qualified purchasing people will more and 
more move into top executive positions as the pur- 
chasing profession gains stature. With sons in the 10 
to 15 age category, I am subtly encouraging them to 
obtain the Wharton-school-type business, plus engineer- 
ing, background to best prepare them for corporate 
industrial purchasing.” 


When did I last cut off or show buyers how to cut off small talk with sales- 
men? 
It’s baseball season again and it’s part of our heritage to root for “our 
team,” but that doesn’t mean that we have to discuss every play of 
yesterday’s games with every salesman. It’s time consuming and not 
at all beneficial to you, your company, the salesman or his company. 


When did I last sit down in lonely solitude and spend a half hour thinking? 
Sometimes we catch ourselves running like crazy but we don’t really 
know where we are going. Some evening when all except the janitor 
have left the office, put your feet up on your desk, stare out the 
window and start thinking. Think how things were done or not done 
that very day; how they could have been done more efficiently. Think 
about tomorrow, how things are going to be done, what is going to 
be done, by whom and, above all, why should they be done that way. 


Your Follow-Up File 


as competitor, I am proud of my as- 
sociation with Air Products, Inc. 

F. B. Drake 

General Purchasing Manager 

Air Products, Inc. 


P.W.—One of ‘Best Buys’ 


Jacksonville, Fla. 

Your March 30 issue contained a 

chart on “Methods of Meeting Dupli- 

cating Problems” (p. 12), which was of 
particular interest to me. 

In looking back over my file of 

PURCHASING WEEK, which starts with 


When did I last read over N.A.P.A.’s ten-point Code of Ethics? 
Just a quick glance at the code is not enough. It was drafted because 
adherence to it is good for purchasing and anything that is good for 
purchasing is good for the individuals in it. And that, naturally, includes 
you. 


e We are sorry about the error. 
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Issue No. 1, Volume No. 1, and runs 
unbroken to issue No. 13, Volume 2 
(65 copies) I think it is time I told 
you what a bargain my company is 
getting for $6 per year. I consider 
it one of the “best buys” I have made. 
The numerous charts and compari- 
son data figures have been very helpful 
to my department, so keep this fea- 
ture up—for as far as I know, there is 
no other source available for such in- 
formation on an over-all basis. 
My best wishes for your continued 
success. 
C. V. Doolittle 
Purchasing Agent 
Great Southern Trucking Co. 


We Regret the Error 


Allentown, Pa. 

Your article on materials manage- 
ment (“2 Materials Management Con- 
cepts Emerging,” March 30, p. 27) 
made delightful reading. 

I would like to call your attention, 
however, to an injustice to the writer 
in the second paragraph wherein you 
list me as purchasing manager for Air 
Reduction. Although Air Reduction 
is a very wonderful customer as well 


Purchasing Week 


Suggestion Put in Action 


Ponca City, Okla. 

We feel that your listing of various 
material prices is of considerable im- 
portance (“This Week’s Commodity 
Prices,” p. 2). 

Since we plan on keeping a per- 
manent file of this section, it would be 
much better if it were located on the 
outside edge of the paper rather than 
on the inside. At present the stitching 
has a tendency to tear the paper. 

J. D. Boyles 

Assistant General Purchasing Agent 

Continental Oil Co. 


© We always like to receive sugges- 
tions. You'll find that we have 
acted on it—see page two of this 
issue. 


To Our Readers 


This is your column. Write on 
any subject you think will interest 
purchasing executives. While your 
letters should be signed, if you pre- 
fer we'll publish them anonymously. 

Send your letters to: “Your 
Follow-Up File,’ PURCHASING 
WEEK, 330 West 42nd St., New 
York 36, N. Y. 


April 20, 1959 


Asks You... 


© your son? Why? 


O. A. Cyr 
Bridgeport Metal Goods Mfg. Co. 
Bridgeport, Conn. 


“Although the purchasing profession 


is interesting, challenging and reward- ’ 

ing to me, I do not believe that I would Here S what 
recommend or force my son to enter any —* 

field unless it was one that was chosen 


by him. Then I would encourage him to —_ _ 4 
the best of his ability in whatever he ye COMPLETE STEEL STRAPPING SERVICE 


should decide to do. No profession, re- 
gardless of the financial rewards, is 
worth following, unless you are content 


in doing the work required of you. d f | 
Should he choose purchasing, I would do everything in my power to Can 0 or you H 
encourage him to be of service to his company and the purchasing 
profession.” 


Jack McCullough U.S. Steel Supply’s complete strapping service means 
McCullough Tool Co., Los Angeles 


“I would very definitely recommend 
purchasing. My only reservation would % 
be that he developed an interest in this .< ' | better service for you 
field. He would thereby find the work —S | adi J 
to be pleasant and enjoyable, as I have. 
Three of my reasons for wanting my 
son to pursue a purchasing career are: : 
1. Purchasing is a very important func- _ : 19 Steel Service Centers No matter where 
tion of any successful company; 2. The a, .. : 
possibilities for advancement in pur- 
chasing are indeed unlimited. Many men 
have advanced from purchasing to sales 
manager, manager, vice president and president of their company; : : 
and 3. We are confronted with many varied problems in purchasing vue Gre, Gur Service © prompt . We offer ict 
and the challenge to do a better job is ever present. There are 
a number of other good reasons why it can be an excellent career 
for any young man who enjoys this type of employment.” 


A. J. Schaub, Jr. 
K-D Lamp Division, 
Noma Electric Corp. 

Cincinnati 


round steel strapping ~=z7—@SSsss= , and flat Eom 


| . . . a complete line of machines for all applications 
“Keep up a company’s standard of 


quality production by his share in choice = 2 

of materials used; spending a large por- ¢ »~ | 

tion of a company’s money and respon- \ a 

sibility for its wise expenditure; main- ge — including hand-operated , . 

taining a firm’s reputation for integrity —— , semi-automatic . 
and fair dealing by his method of deal- . 


ing with vendors are a few reasons why 
a purchasing career is a challenging and » 4 
rewarding one. The opportunity to and fully au i : : 

interview salesmen; visit vendors’ plants; to be alert in selecting y tomatic - You will want to consult 
and investigating new ideas and materials; help in improving and 
often reducing costs of the company’s products by wise and 
intelligent buying are other reasons I would recommend purchas- a \ 

ing as a career to my son—if I had a son. I’m the father of two] with our Strapping Specialist ‘ N to get the benefit 


daughters.” 


; C. F. Johnson 

Baird Machine Co., Stratford, Conn. m of his experience on your strapping problem 
“Purchasing requires a knowledge a 2 
and understanding of the product your - 
company sells. For example, we manu- 


facture both standard and special equip- : Wi oA ‘ } om om 
ment for automation and high produc- * al : ie Just phone & , write or wire —— 
tion. To do a good job of purchasing E = 


here, it is essential to be able to scan a 
blueprint, work with design and tool 
engineers, cooperate with production . , : 
as factory personnel, and present man- . and he will be at your door without delay. 
agement with the lowest cost of materials > oa 

without sacrificing quality. A preception 

and understanding of the people you are dealing with also is of im- 
portance. Should such or similar functions interest him, I would 
not hesitate to recommend purchasing as a career.” 


FOR MORE INFORMATION 


U. S. Steel Supply Division 


P formerly Gerrard Steel Strapping U. S. Steel Cor 
- . S. poration 
N ext Week April 2 7 208 South LaSalle Street 


; j j } Chicago 4, Illinois 
Six purchasing men answer this question: 


Please send me a free copy of your Sweets Catalog insert which 
. e ee te contains informat the st j j = 
In seeking and maintaining competitive sources, U. S. Steel Supply contains information on the strapping, strapping tools and tech 
should loyalty to a supplier be considered? If Division of 
; ? 
so, how—what constitutes vendor loyalty? : NAME 
You can suggest a question to be answered United States Steel COMPANY 
in-this department by writing: 
PURCHASING WEEK Asks You... Steel Service Centers and Complete Strapping Service, 


330 West 42nd St. Coast to Coast 
New York 36, N. Y. 


ADDRESS 


edecihirenntnenn caniendenenpanvenpauanmanitel 
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Continued from page 1) 
tations, a macadamia nut 
rchard, a heavy equipment com- 
pany, and a port terminal opera- 
tion. 

Pierce more or less stumbled 
into his demanding _ sideline, 
which is his main “hobby” ahead 
of paddle tennis, beaching, and 
hi-fi. He was talking to the local 
Red Cross director about disaster 
problems in 1956 and said casu- 
ally that “it sounds interesting. 
If something opens up, let me 
know about it.” 

“Bang, that was it,” he recalls. 
He soon was head of the survey 
subcommittee of the disaster 
group which meant he was routed 
out of bed at the first alarm to 
go to the scene of any trouble 
and determine how the Red Cross 
could help. 

That led to his present disaster 
committee chairmanship, a job 
he fills without pay but with a 
great sense of responsibility and 
pride. 


Rehabilitation Is a Problem 


Fires and readjustment of the 
homeless have been his main 
problems this year. It’s not only 
the immediate emergency that 
takes time, but also the rehabili- 
tation phase. “People don’t hear 
about that so much,” he notes, 
but it involves doing everything 
needed to provide food, clothing, 
and shelter to rehabilitate disaster 
victims. 

A Pierce call can be a joint 
family emergency as his wife, 
Harriet, has signed up with the 
Red Cross, too, and is chairman 
of nurses aides. 

When it’s emergency time for 
both Pierces, the youngsters are 
rushed to the homes of relatives, 
and the duo goes to work. Some 
troubles have kept Frank away 
from his desk a day or two, but 
those are uncommon. The usual 
routine of meetings takes only 
an hour or two a month. Either 
way, his employer is in accord 
with his serving in the community 
needed post. 


Wife Serves in Other Ways 


Pretty Harriet Pierce an 
unschooled but popular hula 
dancer and sister of composer 
Mel Peterson, the author of many 
island songs. Last year she went 
off to Australia as a dancer on 
a tourist promotion trip for 
Hawaii. 

The original Castle & Cooke 
company chartered its own ship 
to bring in supplies from America 
and the modern-day firm still 
owns substantial stock in Matson 
Navigation Co, the islands’ lead- 
ing steamship line. 

The purchasing department 
finds it now can place about 85% 
of its orders with local suppliers, 
only about 15% of the orders 
need to go through its San Fran- 
cisco Office. 


is 


Purchasing Is Different 


Pierce, a native of Seattle and 
graduate of the University of 
Washington, thinks most of the 
purchasing procedures and prob- 
lems are pretty much the same as 
those to be found anywhere in 
the U.S. with one big exception: 
Time and distance factors in 
Hawaii are longer. 

He ought to know—he’s one 
of the 40 charter members who 


A.P.W. Profile—————_ | 
‘Frank Pierce Active in Hawaiian Red Cross | 


of the Purchasing Agents 108 


now 


ciation back in 1940 and i: 
national director avd ma .-presi 
dent of a group that has 2rown to 
74 members. It’s avis izh toj 
draw an averae ~‘) O% a’ 
tendance to its furciions. 
Though freighters make it io 
Hawaii in less than a week from 
the West Coast, it’s nec2ssary 
to allow 30 days from the -ime 
of originating an order to she 
time of delivery. 


islands is 60 days, and this may 
be varied upward in times of 
hreatened shipping tie-ups or 
international tension. 

“You just have to be a 
more inventory conscious,” he 
says. “At the same time, you 
can’t maintain exorbitant volumes 


lot 


4 your costs will get way out of 


line.” 
In his disaster work Frank has 
one unexpected problem. He 


needs someone to fill the pur- 


An average inventory in the 


chasing post on his committee. 


a ‘ 
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RECEIVING a late flood communique, Frank Pierce, center, maps out 
plans with two other Hawaiian Red Cross disaster volunteer workers. 


helped found the Hawaii chapter 
12 


ef | 


seen on more desks across the nation than any other brand! 
Why? Because only SWINGLINE OFFICE STAPLERS have the famous open-channel for 
split-second loading...jam-proof performance. Exciting Jeweltone colors, ultra-modern 
design. No. 4 is a master desk stapler, holds 210 staples. No. 3 is a shorter desk model, 
holds 105 staples. No. 27 is a rugged one, holds 210 staples, can be imprinted with 
your company name, too! All sensibly priced. Contact your stationery supplier... today! 


Week 


Purchasing 
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Swingline, Inc. 
Long Island City 1, N. Y. 
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East Rails Plan Guaranteed Rate 
Despite I.C.C. Delay on Soo Line 


Traffic Executive Association Chairman Hill Says 
Soo Line Shelving Won’t Affect Eastern Railroads 


New York—Eastern railroads 
are moving right ahead with plans 
to file their own guaranteed rate 
tariff, despite suspension by the 
LC -C. of the Soo Line’s “guinea 
pig” proposal. 


Plan to File Proposal 


“We plan to meet in about two 
or three weeks at which time we 
will probably decide on what 
specific proposal to file with the 
commission,” explained E. V. 
Hill, chairman of the Traffic 
Executive Association — Eastern 
Railroads. 

Hill further told PURCHASING 
WEEK that “the shelving of the 
Soo Line’s guaranteed rate pro- 
posal in no way effects us. We 
plan to move right ahead with 
our Own proposals as though 
nothing has happened.” 


Pending Investigation 


The commission suspended the 
Soo Line tariff on April 9 and 
ordered it held up until Nov. 10 
while it conducts a complete in- 
vestigation of the proposed guar- 
anteed rate plan. 

The Soo proposal covered pipe 
and tubing and steel or wrought 
iron moving between Sault Ste. 
Marie, Ontario, and Chicago. It 
set a volume rate of $2.13 a net 
ton lower than the open rate for 
customers agreeing to ship 90% 
of their annual shipments with 
the line. 

Truckers and waterway oper- 


ators violently oppose the new 
type rate on grounds that it is a 
“weapon of destruction” that 
would injure both small shippers 
and other types of carriers com- 
peting for the business. 

The opposing carriers argue 
further that the Soo Line rate 
was merely the opening move by 
the rails to spread guaranteed 
rates across the nation to squeeze 
out truck and waterway competi- 
tion. 


Single Bill of Lading 
Predicted by Trucker 


Seattle, Wash.—The growth of 
containerization will in time allow 
shipments to go anywhere on a 
single bill of lading, moving by 
the most advantageous combina- 
tion of land, sea, or air facilities. 
A trucking industry executive 
voiced that prediction last week 
before the Seattle Chamber of 
Commerce. 

Paul F. Yount, executive vice 
president of Consolidated 
Freightways, Inc. of Portland, 
Ore., said: 

“In time, where it proves eco- 
nomical, it should be possible 
for a shipper to send anything 
anywhere on a single bill of lad- 
ing, using any and every mode 
of transportation, with minimal 
handling of freight made possible 
by adaptable containers.” 
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FLYING 


FLYING TIGER LINE is expanding ‘sky-highway’ pro- 
gram eventually to extend integrated service to any 


gegen © 
is ae | 
Te aes | 


TIGER LINE 


pointinthe U.S. The service, operating about 60 days, 
already serves some 100 cities and communities. 


Integrated Air-Truck Freight Service Expands 


Los Angeles—The Flying 
Tiger Line is rapidly expanding 
its new “sky-highway” program 
with hopes of eventually extend- 
ing the integrated air-truck freight 
service to any point in the U.S. 

The service, in operation now 
about 60 days, already hits more 
than 100 cities and outlying com- 
munities. These are points within 
a 300-400 mile radius of cities 
to which the line is certified, such 
as New York, Chicago, Detroit, 
Cleveland, Boston, Binghampton, 
Hartford, Los Angeles, San Fran- 
cisco, Portland, and Seattle. 

Through contracts with some 
33 regional motor truck carriers, 
trucks can unload from the air- 
craft and move the freight 
throughout these areas on a single 
bill of lading. 


Previously, Flying Tigers pub- 
lished tariffs only between those 
points to which they are certified. 
On a shipment to Indianapolis, 
for instance, the line published 
the rate to Chicago, and from 
there there would be a separate 
truck rate to Indianapolis. 

Now, a single rate and a single 
bill are all that are necessary, 
facilitating accounting and pro- 
viding shippers with to-the-penny 
costs from point to point. In 
many cases, cost to the shipper 
is lower than under the previous 
system, and in no case is the cost 
more, the line says. 

John Higgins, vice president 
of sales for the air freight line, 
said the company is planning to 
expand this new service soon to 
cover thousands of other cities. 


Future plans also include inter- 
connections with other airlines. 
A Flying Tiger plane could then 
unload onto the plane of another 
airline, heading to a Southern 
terminal for example, from which 
it would be transferred to a motor 
carrier. 


Transcon Lines Opens 
New Freight Terminal 


Oklahoma City — Transcon 
Lines has opened a million dol- 
lar freight handling terminal, 
linking its motor freight system 
with Los Angeles and San 
Francisco on the West Cost to 
industrial centers in the South, 
Southeast, Midwest, and Eastern 
Seaboard. 


THIS 
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A matter of 
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Distinctive ZZ 
as your own 
fingerprint. 


April 20, 1959 


New 36-page catalog in full color shows you how to Stop 
Rust — and provide lasting beauty in your choice of colorful 
Rust-Oleum finish coatings on tanks, girders, metal sash, pipes, 
fire escapes, 
applications Includes over one-hundred actual color chips — 
plus important application photos, surface preparation data, 
Request your FREE copy of 
Rust-Oleum Catalog No. 257— today! 


Rust-Oleum Corporation © 2584 Oakton Street @ Evanston, Illinois 
fan U " é _ © L. e. U INI. 


Rust-Oleum 
istributor 


and many other 


Your nearb 
Industrial 


RUST! 


maintains complete stocks 
for your convenience. 
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Danny DoALL says: 


“Did you know 


~~ Demo, 


Saw Bands 
cut 10 times faster 
and last 30 times 

longer than carbon?” 
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‘NW STOCK 


AT YOUR LOCAL DoALL STORE 


Call your local DoALL STORE to learn how 
to improve your band sawing operations 
as much as 650% with greater accuracy, 
speed and finish 


demonstration! 
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THE DoALL company 
DES PLAINES, ILLINOIS 


COURTESY is one of the foundations of good interviews. 
Veteran General Mills, Inc., P.A. Chris Nelson here has 
pushed aside desk work to give salesman full attention. 


SPEED is another foundation of good interviews. P.A. 
Nelson, having applied good interview principles, sends 
salesman on way in minimum time, business completed. 


ie | 
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CLASSIFY interviews you and your buyers conduct to 
assure performance improvement. Plant interviews are as 
important as vendor interviews and need good technique. 


How to Improve Your Interview Technique 


By GEORGE S. ODIORNE 


Assistant Director of 
Personnel Administration 
General Mills, Inc. 


Turn the microscope on the 
P.A.’s job and you find a sub- 
stantial chunk of his time is spent 
in interviewing. He’s talking to 
salesmen, other people in his own 
company, or with members of the 
purchasing staff. If you had to 
pinpoint one of the basic personal 
skills of a P.A., a good look at 
what he does with his time would 
reveal that improvement of his 
interviewing ability automatically 
would increase his effectiveness, 
save time, and help him get the 
basic job done with fewer head- 
aches and mistakes. 

While the interview is prob- 
ably best developed in the per- 
sonnel, employment, and credit 


investigation areas, a lot of com- 
panies have been taking a second 
look at this matter of interview- 
ing technique as it is done in the 
purchasing department. 

Here are some practical and 
tested hints that have worked in 
a number of P.A.’s jobs to train 
the P.A., or help him train him- 
self, in this crucial personal-skill 
area. Let’s look at these ten steps 
the purchasing agent, and his 
staff, can apply in his own job to 
make purchasing interviews more 
effective. 


Rule 1. Classify the Interviews 
Your Buyers Have. 

Interviews aren't all alike in 
the purchasing field. They'll vary 
from company to company, in- 
dustry to industry. The first step 
to improve performance in inter- 
viewing is to compile a record of 


Vendor Interviews 


H. 


B. 
as better cooperation 
changes, etc. 


‘. 


department. 


A. Hiring new buyer. 


Classes of P.A. Interviews 


Here is a starting list of P.A. interview categories. Add 
other types you experience and apply rules from 
this article as an aid to more successful interviews. 


A. Discussing possible purchase of item familiar to you, 
and of which you are sole judge on buying. 
Discussing unfamiliar product—you determine who is 
proper company party to evaluate item. 
- Trying to uncover information on high-profit competi- 
tors (of your company) whom salesman calls on. 
. Talking with salesman of long-time supplier company 
when he is making regular courtesy call. 
Negotiating best price, terms, etc., on proposed large 
purchase. You are “selling” in this case. 
*, Questioning prospective supplier personnel while visit- 
ing their plant, to determine vendor suitability. 
Expediting. Interview contact is usually with vendor 
sales department. You are “selling.” 
Seeking favor by vendor on existing purchase order— 
payment extension, engineering change, etc.—selling. 


Company Personnel Interviews 


A. Determining material requirements of foremen, depart- 
ment heads, etc., prior to purchase or product search. 
Persuading equal-level department head on such matters 


Convincing top management of desirability of new pur- 
chasing policy or otherwise promote interest of your 


Department Personnel Interviews 


B. Discussions with own buyers on work load appraisals, 
quote preparations, and other department business. 


with purchasing, procedure 


the types of interviews conducted. 
While no two companies are 
alike, there are some general 
classifications which you can use 
as a starter in compiling your 
own list. If you have the facts 
on who is being interviewed, and 
why, and know the major rules 
for each type, you'll streamline 
each interview — considerably. 
After going over the attached list 
(see box, lower left) compile a 
list of interviews you and your 
staff conduct. 

You may find, for example, 
that a large part of your time isn’t 
actually spent in the buying inter- 
view at all. In one large company 
such a study showed that the P.A. 
himself only conducted about one 
in ten of his interviews with 
vendors. The rest were with his 
staff or with company personnel 
who initiated orders. But buying 
interviews are among the most 
important ones conducted by 
P.A. 6. 


Rule 2. Make Courtesy and Speed 
the Anchor Points of Interviews. 

A staff that’s overburdened and 
under pressure tends to neglect 
the two foundations of good inter- 
views—courtesy and speed. At 
General Mills, veterans P.A. 
Chris Nelson puts it this way: 
“To keep a salesman cooling his 
heels for any length of time is not 
only old-fashioned and illogical, 
it’s poor business.” 

The reasons he gives for this 
make good sense. First, you get 
the vendor in a mood to see 
things your way, and in today’s 
market that can be pretty impor- 
tant. Second, it doesn’t tie up 
space and time, which is worth 
money. There’s a third and less 
tangible benefit as well, however. 
It’s the fact that courtesy and 
speed in getting most interviews 
completed add up to a buying 
climate in which everyone gets 
the job done with dispatch and 
with a minimum of nonsense and 
red tape. Nelson sees this as 
something by which the entire 
profession benefits. “It means that 
our salesmen get more ground 
covered, too, if others will follow 
suit.” 

This applies equally well to 
non-vendor interviews. Non-pur- 
chasing people appreciate it when 
interviews on specifications and 
quantities are brief and to the 
point. This means that the inter- 
viewer knows what he is after and 
cuts through the verbiage to get 
it. 


Purchasing Week 


(B.S., 


George S. Odiorne 


A graduate of Rutgers University 


earned M.B.A. and Ph.D. degrees in 
industrial 
from New York University. 

Mr. Odiorne has been a speaker at 
several purchasing agent meetings. He 
also has written extensively, and been 
a training and personnel consultant to 
leading companies. 


Management), Odiorne also 


relations and economics 


Rule 3. Keep the Interview Under 
Control. 

In purchasing more than any 
other place, control of the inter- 
view is important. This means 
having a pattern in mind for each 
interview as you go into it. Take, 
for example, an interview with a 
vendor who you know. You want 
to talk to him because you have a 
definite buying order to fill. He’s 
got a different line which he’s 
pushing. You may be interested 
someday, but right now you want 
to get on with the job at hand. 
One technique is to give him a 
time limit, then spell out the 
agenda for the interview. 

“Jerry, we've got just 20 min- 
utes, and I want four questions 
answered. I want 4,000 laminated 
widgets, Model 333 with reverse 
headbolts. The questions are: 
1. when can you deliver 250? 
2. can you environmental test 
them before delivery? 3. will your 
regular tech manual be adequate 
for packing with this modified 
model, and 4. a price quotation. 
Now, let’s take the first ques- 
tion . , 

Perhaps a more difficult one to 
control is the courtesy call from 
the salesman of a long-time sup- 
plier. It’s difficult simply be- 
cause you don’t have any clear 
objectives. Working out a pattern 
of information that such inter- 
views might produce can be most 
helpful here too. For example: 
you might find out something use- 
ful that will help you in the long 
pull, or probe for danger areas. 

“Harry, the boys over in the 
mill tell me that they’ve been hav- 
ing some trouble with rejects 
from you lately. What’s going on 
over at your shop?” 

Or perhaps it’s a useful time to 
dig up a little information about 
what the competition is doing. 

“Joe, I’m tickled to hear that 
you are doing so well. Are the 
folks over at Amalgamated giv- 
ing you a lot of business on those 
zirconium pumps these days?” 


You'll have to evaluate such 
information carefully, since most 
salesmen are aware of the dangers 
of purveying industrial gossip, but 
occasionally this is worth the time 
during a courtesy call. 

In short, the key to controlling 
the interview is for you to have a 
pattern in mind for the interview 
before it begins, and stick pretty 
close to the pattern. Remember 
the salesman has his own pattern 
for the talk too, and you'll have 
to have a plan clearly in mind or 
you'll find your time and energy 
chewed up before you know it. 


Rule 4. Know How to Use “’Non- 
Directive’ Methods to Draw a 
Man Out. 

The non-directive interview 
means that you don’t ask direct 
questions, but drop key words 
and phrases, or “mirror” the 
salesman’s words to keep him 
talking freely along the line he’s 
begun. Here’s how one P.A. 
actually caused a salesman to di- 
vulge more than he realized. 

Salesman: yessir, Mr. 
Smith, from what I’ve said you 
can see how carefully we control 
quality on outgoing shipments. 
We don’t want any more rejects 
coming back from customers.” 

P.A.: (casually) “You don't 
want any more?” 

Salesman: “No sir, it’s poor 
business for us. It costs us plenty 
when we get rejects, and when 
we had to pull that entire lot off 
the market because it didn’t meet 
safety specs : 

Here the interviewer, by using 
a low-pressure technique of re- 
peating an “indicator” statement 
—in this case, “more rejects,”— 
caused the person to continue 
along a significant line of conver- 
sation that he hadn’t planned. 

Indirective is another word for 
low pressure, and is the opposite 
from third degree type of ques- 
tioning. The interviewer avoids 
any display of emotion or indi- 
cation of his feelings. When the 
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person being interviewed says 
something that might be an indi- 
cator of a crucial or critical fea- 
ture he gets him to expand upon 
it by quietly repeating that part 
of the statement back again in the 
form of a question. Some typical 
indirective interview sequences 
from actual purchasing interviews 
até these: 

Salesman: “And of course, Mr. 
Jones, this price schedule is uni- 
form, and our company makes it 
a policy never to vary it fron 
one customer to another.” 

P.A.: “You never vary it?” 

Salesman: “That’s right. Of 
course there has been an excep- 
tion or two here and there, but 
what I mean is that it’s our policy 
to protect our customers without 
exception.” 

P.A.: (evenly) “There has been 
an exception or two here and 
there?” 

The skill of the interviewer 
here is not to let pressure, 
sarcasm, or indication of emo- 
tion into his voice. The salesman 
has admitted that exceptions can 
be made, and leaves the door 
open for more. Some other typi- 
cal non-directive questions which 
might come out of an interview 
could be these: 

P.A.: “Let me summarize. 
What you've said is that delivery 
before the third of next month is 
impossible?” 

Salesman: “That’s right. Of 
course that might be speeded up 
if we ran overtime, but the plant 
would give me a hard time.” 

P.A.: “Let’s see now. What 
you're saying is that the reason 
it’s impossible to get delivery be- 
fore the third is that the plant wiil 
give you a hard time if you ask 
for them sooner?” 

In this case the salesman dis- 
covered that he really could im- 
prove the date which he had 
earlier said it was impossible to 
beat. Indirective interviews are 
characterized by questions which 
repeat some crucial statement of 
the person interviewed, usually 
prefaced by a lead-in such as: 

“Let’s see now, what you are 
saying is...” 

“Now if I understand you, you 
said that...” 

“Am I clear here, what you 
Pore 

With a little practice this mir- 
roring technique can get you 
through to the true facts faster 
than can hard-sell pressure. 


Rule 5. Make Notes on Crucial 
Interviews. 

Interviews with people being 
considered for staff positions, in- 
terviews with company personnel 
on requirements, or with vendors 
on complicated programs justify 
the taking of notes on the impor- 
tant decisions and_ statements 
made. Often in negotiations the 
parties will make concessions 
which can later be forgotten or 
ignored if they aren’t noted. One 
P.A. I know, for example, makes 
notes of the major points of 
agreement, and writes himself a 


Rule 6. Do Your interviewing in 
Private. 

Getting maximum mileage out 
of an interview requires that you 
establish a good interpersonal re- 
lationship with the other party. 
Salesmen appreciate privacy when 
they are dealing with a buyer, 
where they can achieve a man-to- 
man contact. An investment in 
private offices or interviewing 
rooms will have many benefits to 
the company. As one salesman 
put it: 

“Any time I talk a big deal 
with a man sitting at a desk out 
in an open office with others 
around I have the feeling that 
this fellow isn’t the final opin- 
ion. I never hesitate to go over 


the head of such a man to get to 
the inner office guy if the deal is 
big enough.” 

Also, it’s easier to terminate 
an interview being held in an in- 
terview room than it is to do it 
seated at your desk. You can al- 
ways imply other appointments 
and walk away from the interview 
if it’s held in an interview room 
on private location. It’s tougher 
to cut things short if you’re count- 
ing on the other man to get up 
and leave. 

Where salesmen are met in the 
reception area it’s a sound invest- 
ment to have a few cubbyhole 
interview rooms placed around 
the edge of the reception area, 
rather than attempt to do busi- 


ness in public. More importantly, 
privacy is part of a climate which 
you can create and control, and 
which pays dividends in purchas- 
ing. 


Rule 7. Develop Your Fact- 
Getting Powers Through 
Questioning. 

Most sales presentations are 
planned to present a logical flow 
of information and facts leading 
up to a request for an order. If 
accepted unquestioningly it 
should lead—like every football 
play leads to a touchdown if 
perfectly executed—to a sale. 
While the salesman can’t be con- 
sidered your opponent, it’s obvi- 
ous that any flaws or gaps in his 


story should be developed. The 
primary tool of the purchasing 
man is, of course, the adroit ques- 
tion. 

One P.A. I know uses what he 
calls the “Five W” plan for ques- 
tioning: who, where, when, what, 
and why. “Who else is using 
this product? Where are you lo- 
cated, and where are your cus- 
tomers? When was this product 
developed? When can you make 
delivery? What are the perform- 
ance qualities of your product? 
What makes it better or worse 
than others? Why should we use 
this in preference or in conjunc- 
tion with others?” These five 
basic types of questions make the 

(Continued on page 16) 


Put Yourself on 
the RECEIVING End 


of these Paperwork 
SAVINGS! 


added directly to this copy 


With modern Bruning copying machines, you can eliminate up to 
80% of the receiving report writing you are now doing. You slash, 
clerical costs, speed purchasing-receiving operations! 

With Copyflex, the purchase order is typed on a multiple-part form, 
and a translucent copy sent to Receiving. Receiving information is 
extra columns provide for multiple 
receipts. Each time receiving data is entered, any number of 
Copyflex receiving report copies (white or color coded) can be made. 

That’s it! No preparation of separate receiving report forms. No 
rewriting or retyping of purchasing information. No transcription 
errors. 

Copyflex is ideal for systematized paperwork — flexible, simple, 
economical. Letter-size copies cost less than a penny for materials. 
Machines are clean, quiet, odorless —offer copying widths up 


to 54” and are priced as low as $555 for the table model. Lease- 
Purchase Plan available. 


Send For Your Free Copies! 


Charles Bruning Company, Inc., Dept. 4-111 
1800 Central Road, Mount Prospect, Ill. 
Offices in Principal U.S. Cities 
In Canada: 105 Church St., Toronto 1, Ont. 
Please send me booklets on Copyflex for 
(] Purchasing-Receiving [] Other applications. 


“memo to file.” This is then used 
as a check against the complete- 
ness of a contract when it is writ- 
ten. In one instance such a memo 
became evidence in a commercial 
arbitration suit and affected the 
arbitrator’s award. It’s good busi- 
ness to commit to paper the 
things that memory couldn’t pos- 
sibly retain, and can be a plus 
factor in a vendor relationship 
in obtaining the extra services 
and adjustments that makes the 
P.A. such a vital figure in cost 
control. 


(BRUNIN 


Low-Cost Diazo Copying at Its Best 


G 
pytlex 


The Bruning Man is your expert on paperwork. 
He’s backed by a company with over 60 years’ 
experience as researcher, manufacturer, and 
supplier. He’s located in principal U.S. Cities. 
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How to Improve Your Interviews Here’s a self-rating form to check your own techinque in purchasing 


(Continued from page 15) ing a vendor seeking a time ex- interviews. Rate yourself, or ask your buyers to rate themselves: 
platform from which he digs out} tension on delivery, or a change Yes 
the facts in the situation and ar-|in quality standards requiring 
rives at a decision. It’s also part}some internal checking in the 
of his interviews with his own|company. You summarize the ; 
company people in discovering] facts as he’s presented them, tell . Did I waste time on irrelevant stuff? re. 
what the product needed is,| him he’ll be hearing from you, 3. Did I let the interviewee dominate the situation? 
should do, and so on. and end on a friendly note. The _ Did I talk too much? 
windup should consist of your 
steal +.) summarizing what’s agreed, tell- : 
ie nee ing him what the next step will . Did I leave the person with a poor impression of the com- 

The most effective salesmen] be, and bidding him a cordial pany because I was inattentive, discourteous, or rude in 
are those who can establish a] g00d-day. any way? 

ersonal rapport with the buyer. . Looking back, did I fail to accomplish the purpose of the 
fa oneview donee demand that Rule 10. Avoid the Seven Deadly . dal 

the P.A. be cold and “tough” but 
it does demand that he maintain 
an arm’s length relationship with 
vendors. Becoming personally 
involved with particular salesmen 
is difficult to avoid especially if 
they’ve been coming around for a 
long time. The salesman will 
work on it. 

The ethical problems of pur- 
chasing as a profession are most 
troublesome in this maintenance 
of businesslike relations with 
vendors. Three P.A.’s discussing 
the problem with me recently out- 
lined these guides for keeping 
friendships and favoritism under 
control: 


1, Never forget for a minute 
that you represent your 
company first, last, and al- 
ways. 

Always assume that the 
other fellow is representing 
his company with equal in- 
tensity. 

If there is a doubt about 
there being any “strings” 
attached to an act of 
friendship or generosity, 
refuse to accept them, or 
State your position clearly 
to the would-be donor. 

Interviews with vendors de-|} — 

signed at concluding an arrange- 
ment are probably best done on 
your own home grounds. Few 


deals of great benefit to a buyer Youngstown 
have been made late at night, 


with the possible exception of ( | ; steel pipe 


Did I go into an interview with a cloudy idea of its purpose, 
or an idea of what it should accomplish? 


Did I let some important facts or omissions go unnoticed? 


Sins of Purchasing Interviews. interview? 
(See box at right) 


where the P.A. is expediting de- 
livery and is in effect the “seller.” 


wi// serve the 


Rule 9. Keep the Timing of the | Mn ™ | : futuristic structures 
Interview Under Control. | 


Effective use of interview time i | a ” of his day 
requires three key steps for time e 4 iy 
control for every interview. a ‘ p : . _ 

1. Let the Man Know How ; - @ 3 ; Tomorrow’s imposing, 
Much Time He Has. This a “wf —— . é functionally-designed office 
alwavs sible. b a cate 7 a ~ ad . buildings, hotels, schools 
re, ie 2 om me ee 5 - " : and apartments—the struc- 
Classification of interviews, and a4} i . Sr Fat ceseenilt mae 
analysis of your own interview- . § F. y 7 daily licinn: on endonned 
ing skill you'll be able to plan 7 . 1a i an suite dif. 
what can be accomplished in ad- ; P, 4 ha sie cae r ite 
vance. If you plan to complete _ . , eX A <a time. Youngstown is antici- 
the interview in 20 min., state “ : oe 7. x i 4 i an a ae A 
this specifically to the man at the eS : . oY Jie . Sinner snd hoster pipe. Our 
beginning of the interview. This ; a ~ ‘ p —— iiliih memes eel 
will put him on notice that you ©) — ; oe — es oe oe 
intend to be businesslike, < nn. or par , 

- hi pe ee Bf — i : facilities will make certain 
want him to get on with the ball spon saps eine 
ame. : , : 
° struction engineers call 
for better steel pipe... 
Youngstown will supply it 
in quantity. 


2. Drops Hints as to Progress 
Along the Way. Tell the sales- 
man “I think we’ve covered that 
as extensively as we can now, 
we've got three more items to 
cover. Maybe you can leave me 
a brochure and I'll fill myself in 
on the rest.” This will keep the 
interview on the track, and will 
prevent his wandering. 

3. Cut the Thing Off Smoothly YOUNGSTOWN 
When the Time Is Up. If your , SHEET AND TUBE COMPANY 
man has picked up your lead, 
he’ll be ready to conclude the 
interview on time. If you’ve made 
a decision before the agreed time, 
don’t drag it out. Such a decision 
may be reached when interview- 


Youngstown, Ohio 


Manufacturers of Carbon, Alloy and Yoloy Steel 


This Changing Purchasing Profession. . . 


EDMUND C. AUSTIN has been advanced 
to the new post of vice president—procure- 
ment by the Fluor Corp., Ltd., Los Angeles. 
Formerly director of purchases, he joined 
the company in January 1958. 


Eaton Mfg. Promotes Six 
in Purchasing Department 


Cleveland—Six promotions have been 
made in the purchasing department staff 
of Eaton Mfg. Co. and one staff addition 
which affect several divisions. 

R. H. Shelley, formerly a buyer in the 
Axle Division, has been given increased 
buying responsibilities in the Pump Divi- 
sion. 

R. E. Risheill has been advanced from 
buyer, Pump Division, to senior buyer, 
Axle Division purchasing department. 

H. B. Godron, production buyer, Axle 
Division, has been named assistant pur- 
chasing agent, Stamping Division. 


E. F. Knappe, Jr., has been transferred 


from the sales department, Spring Divi- 
sion to supplies buyer, Axle Division. 
Knappe was a buyer-trainee in the pur- 
chasing department, Spring Division. 

Robert Gale has been appointed as- 
sistant purchasing agent, Axle Division. 
P. R. Marke, Jr., formerly a buyer in the 
supplies section, succeeds Gale as super- 
visor of supplies purchases. 


Alfred S. Arnold has been made pur- 
chasing agent for the Worcester Tele- 
gram and Evening Gazette, Worcester, 
Mass. 


J. E. Riordan has been appointed pur- 
chasing agent for White-Rodgers Co., St. 
Louis, Mo. 


E. R. HUMMAN has been appointed direc- 
tor of purchases by Air Reduction Co., Inc., 
New York. He formerly had been president 
of the firm’s export division, Airco Co. In- 
ternational, New York. 
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Danny DoALL says: 
"Only DoALL gives 
this guarantee for 

its saw bands in 


writing!” 


83 separate inspections — from 
raw stock to finished saw bands 
and uniform tooth set within 


“002” — 


make this guarantee 


exclusive. TRY THEM TODAY... 
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Call — your local DoALL STORE 
THE DOALL comPANY 


realize the profitable difference. 


Find Your 


DoALL STORE 
In The 


“Yellow Pages” 
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Meetings You May Want to Attend 


Previously Listed 
APRIL 


American Society of Tool Engineers — Annual 
Meeting, Schroeder Hotel, Milwaukee, April 18-22. 


Instrument Society of America 
Conference and Instrument 
Tenn., April 20-22. 


Southeastern 
Show, Gatlinburg, 


Metal Powder Industries Federation Annual 
Meeting and Powder Metallurgy Show, Sheraton- 
Cadillac Hotel, Detroit, April 20-22. 


22nd Annual Pacific Northwest Purchasing 
Agents’ Conference—Co-sponsored by the British 
Columbia, Oregon, and Washington Purchasing 
Agents Associations, Olympic Hotel, Seattle, April 
24-25. 


MAY 


American Steel Warehouse Association — 50th 
Annual Convention, Drake Hotel, Chicago, May 
3-6. 


Institute of Radio Engineers—7th Regional Con- 
ference and Trade Show, University of New Mex- 
ico, Albuquerque, May 6-8. 


National Association of Educational Buyers — 
Annual Convention, Hotel Fontainbleau, Miami 
Beach, Fla., May 11-13. 


American Mining Congress — Coal Show, Public 
Auditorium, Cleveland, May 11-14. 


Triple Industrial Supply Convention—Dallas, May 
13-15. 
International Petroleum Exposition 


Tulsa, May 
15-24. 


National Office Management Association—Office 
Machinery & Equipment Exposition, Municipal 
Auditorium, New Orleans, May 25-28. 


JUNE 


National Plumbing and Heating Exposition—Ex- 
position Hall, Miami Beach, Fla., June 1-4. 


Fifth World Petroleum Congress Exposition—The 
Coliseum, New York, June 1-5. 


Canadian Association of Purchasing Agents—34th 
Annual Conference, Banff Springs Hotel, Banff, 
Alberta, June 5-7. 


Life in these excited states... 


Z(_4\ 


/ ‘i ag es 7 > vd a 
7 S&S 3 
XN 8 . 
7 . 


“I got the pot and tubing 
corrosion licked, but 
now the jugs won't hold up!” 


“WAM” PUMP) t~<C~SSCS 


Highest pump- 
finest you can buy 


i 
ing efficiency, Jj 
with faultless i 
corrosion resist- 
ance. Hard rub- i 
c ber casing and & 

impeller; Has- § 
telloy C shaft. P 
80 gpm. Bul. ' 
CE-55. : 
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THRIFTY- 
THROATED 
VALVES 


Liquids never 
touch metal in 
Ace’ diaphragm 
valves! Rubber 
or plastic-lined 
cast iron, or 
solid plastic 
bodies. Sizes “2 
to 6”. Ask for 
facts. 
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all-purpose toughie 


High-impact, 
rubber- plastic, 
most economi- 
cal for average 
chemicals. 12 to 
6”. Screw or sol- 
vent welded fit- 
tings. Valves 12 
to 2”. NSF- 
approved. Bul. 
80A. 
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Still bothered 
by corrosion? 


Downtime, ruined equipment, end- 
less repairs are more than disturb- 
ing...they’re expensive too. You 
can put an end to 85 to 100% of 
your corrosion and contamination 
losses by specifying chemical- 
resistant Ace rubber and plastic 
equipment... pipe, valves, tanks, 
pumps. American Hard Rubber 
Company’s 108 years of experience 
is ready to help you with any 
problem. 
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} 
ageless strength All-purpose rig- * 
id PVC. Sched. ° 
40,80&120,% 1 
to 4”. Threaded § 
or socket-weld 5 
fittings. Valves ‘ 
Y to 2”. NSF- 
approved. Free & 
Bul. CE-56. 
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Industrial PA’s will be stepping up their capital equipment purchases by 
7%. in 1959. And. it’s a trend that should cgntinue into the early 1960's. 
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A breakdown of these spending plans by selected industries can give hints 
on where buying will be heaviest, where possible bargains may exist. 


Industry 
lron and Steel 
Nonferrous Metals 
Non-elec. Machinery 
Electric Machinery 
Autos; Trucks, & parts 
Other Transportation 
Other Metalworking 
Chemicals 
Paper & Pulp 
Rubber 
Stone; Clay & Glass 
Petroleum Refining 
Food & Beverages 
Textiles 
Mining 


Utilities 


PERCENT CHANGE 


1958 to 1959 


1959 to 1962 
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Electrical mach. ie 
Chemicals 
Paper and Prod. t 


Rubber 


Btone, clay, glass 


Petroleum Prod. 
| Food Prod. 


| Textiles 


Robert Nesbit Named 
To Head Washington State 
Purchasing Department 


Olympia, Wash. The Washington 
tate purchasing staff reorganization now 
ippears to be complete. Robert Nesbit 
has been appointed State Supervisor of 
Purchasing, filling a vacancy created in 
a major shakeup early this year following 
disclosures by the Seattle Times of irregu- 
larities in the division (P.W., Dec. 29, 
58, p. 1). 

Nesbit had been executive assistant 
in the General Administration Depart- 
ment. He was named to the purchasing 
post by Charles Hodde, department di- 
rector. Hodde had performed the duties 
of purchasing supervisor since the former 
supervisor resigned from the position last 
January. 

The new state purchasing supervisors 
will be working under a new law, passed 
last month by the just-adjourned legis- 
lature. The new state purchasing law 
spells out an operational code for the 
purchasing division. 


North Carolina Reorganizes Purchase Division, 
Plans Manual on Procedures and Practices 


Raleigh, N. C.—The vast growth of 
supply and service needs in North Caro 
lina in the past decade is forcing a com- 
plete overhaul of the state’s purchasing 
and contract division. 

Ihe state’s purchasing director, Wil- 
liam R. Henderson, told PURCHASING 
WEEK that reorganization and expansion 
of the department may be completed late 
this summer. 

rhe division already is working on a 
purchasing manual to guide the _ pro- 
and practices of state buying 
agencies once the reorganization is com- 
pleted. 

“Our annual purchases now total about 
$70 million,” Henderson said. “And to 
highlight how rapidly the buying work- 
load is increasing, the volume increase 
last year on bids alone was 26.4% more 
than in 1957.” 

One of the most important changes 
in the division, the state P.A. said, will 
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LOWEST COST 
TOOLS YOU CAN BUY 


True Temper tools are not the ‘'cheapest’’— but they cost 


much tess in the long run. 
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For quick service on these best buys in tools, 


True Temper 


contact your 


industrial distributor. 


SERVING 
INDUSTRY 
ECONOMICALLY 


WRITE FOR FREE CATALOG "TOOLS FOR INDUSTRY" 


True 


Temper, 


1623 Euclid Avenue, Cleveland 15, Ohlo 


IRUE [EMPER. -o2 toe micnr J0e 


be the assigning of buyers on a com- 
modity basis. Buyers, presently assigned 
on a department or institution basis, han- 
die the supply needs of some 40 depart- 
ments, 70 institutions, and the public 
schools. 

Since there has been only one addition 
to the purchasing staff in the past 10 


WILLIAM R. HENDERSON 


years, Henderson has requested and hopes 
to get four more staffers. 

The purchasing manual is being pre- 
pared under the supervision of Hender- 
son and his chief assistant, Willis Holding. 

“In putting this manual together,” Hen- 
derson explained, “we received a great 
deal of help from other states. We 
studied approximately 20 manuals which 
other states developed.” 

The manual will include legal interpre- 
tations of the North Carolina laws and 
general statutes relating to purchasing, 
the rules and regulations established for 
carrying out the intent of the laws and 
statutes, and the administrative policies 
established by the purchase and contract 
division itself. 

It will develop step by step each pro- 
cedure necessary for the various state de- 
partments, institutions, agencies, and pub- 
lic schools to fill their requirements. It 
will also contain copies of all authorized 
forms and contracts and explain how each 
is used. 


Alabama Bill to Plug 
Purchase Law Loopholes 


Montgomery, Ala.—The state purchas- 
ing agency faces the prospect of operat- 
ing under new, more stringent competi- 
tive bid regulations. 

A legislative committee is expected to 
try to fulfill Gov. John Patterson’s cam- 
paign pledge and plug the loopholes in a 
purchasing law enacted by the Alabama 
legislature in 1957. 

The present law permits purchases of 
$800 or less without requesting bids. 
Reports are that this figure will be greatly 
reduced or eliminated altogether. The 
1957 act also permits negotiating on pur- 
chases on amounts within 5% under the 
lowest bid. This is also expected to get 
a thorough going over. 

A proposal recommending tightening of 
the present competitive bid law is ex- 
pected to be presented at the next legisla- 
tive session which convenes May 3. Its 
chances of acceptance are said to be 
good. 

Neither State Finance Director 
Charles M. Meriwether nor State Purchas- 
ing Agent John B. King would comment 
on the proposals. But Meriwether did say 
that all purchases made thus far this 
year were made “on a competitive bid 
basis.” 


Purchasing Week 


State Purchasers Attempt 
To Reinstate Discounts 
On Autos Unsuccessful 


Detroit—State purchasing officials met 
with General Motors, Ford, and Chrysler 
brass last week in another attempt to 
have discounts on car sales to govern- 
mental agenices reinstated. They were 
unsuccessful. 

J. Stanley Bien, state P.A. of Michi- 
gan and chairman of the auto pricing 
committee of the National Association of 
State Purchasing Officials, said: “We came 
out the same door wherein we went.” 

Also at the meeting with “Big Three” 
officials were John Dyer of Maine, presi- 
dent of N.A.S.P.O., and Clarence Drayer 
of Indiana. Commenting on the session, 
Bien said, “Our meetings hardly got 
started. Therefore, we have given up for 
the time being.” 

The Michigan P.A. said he is convinced 
auto companies are acting under pressure 
from various auto dealers’ associations. 
He said dumping tactics by some state 
agencies warranted dealer wrath. 
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TIN 
REPORT = 


New developments in 
the production, mar- 
keting and uses of tin 
BUREAU 


A giant 55-gal. tin can is be- 
ing successfully used to pack and ship 
fruit and vegetable concentrates. It 
might even replace the conventional 
No. 10 size tin can which has for so 
long supplied the food remanufactur- 
ing market. Lining is of electrolytic tin 
plating. A special centrifugal spray 
process permits application of enamel 
over the tin-plate. 
Corrosive attack under severe 
atmospheric conditions is a serious 
problem now solved by two tin alloy 
coatings. A 75 tin-25 zinc coating has 
been used with considerable success 
on hydraulic brake parts and landing 
gear equipment. 25 tin-75 cadmium 
coated on reciprocating engine parts 
overcomes low corrosion resistance of 
normal steels. 


Organotin compounds, such 
as dibutyl tin dilaurate, are added as 
stabilizers to vinyl plastic sheet to 
make it heat- and light-resistant when 


used as windows. 


Atin-plate printing machine 
handling 4-color work is reported by 
a British firm. It will inexpensively 
print full-color labels directly onto all 
sizes of cans up to one gallon in a 
single operation. The labels will with- 
stand great extremes of temperature. 


Write today for more 
data on these items or 
for a free subscription to 
TIN NEWS—a monthly 
bulletin on tin supply, 
prices and new uses. 


The Malayan Tin Bureau 
Dept. 50D. 1028 Connecticut Ave., Washington 6, D.C. 
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Capital Equipment Expenditures Rising 


(Continued from page 1) 

1958. They plan to increase their ca- 
pacity during the next four years, but at 
a modest rate compared with earlier years. 

e Sales of manufacturing companies 
are expected to be 9% higher this year 
and to show an additional increase of 
18% by 1962. If realized, these gains 
will bring operating rates closer to pre- 
ferred levels and create some need for 
additional capacity. 


For the capital expenditures story 
in chart form, turn back to page 
18. 


e Manufacturing employment is ex- 
pected to rise less than half as rapidly 
as sales—3% this year and 8% between 
1959 and 1962. That’s because industry 
anticipates substantial gains in produc- 
tivity over this period. 

¢ The flow of funds from depreciation 
will continue to rise and by 1962 will be 
21% greater than in 1958. This increas- 
ing source of funds will provide strong 
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15,000 WAYS 
TO SAVE MONEY 


on Recording Charts! 


Technical stocks more than 15,000 
standard charts, and can supply them 
for all the recording instruments in 
your plant, regardless of their “make”. 
This unique service centralizes your 
chart purchases, with resultant savings 
in purchasing, delivery, inventories 
and chart costs. 


Technical “finds” further savings 
for chart users by analyzing their 
complete ordering system and rec- 
ommending changes that eliminate 
irregularities and waste motion. 


These two services make the purchase 
of any of those 15,000 standard charts 


a double saving for you. 


Write NOW for further information. 
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SALES CORPORATION 


16599 Meyers Road 
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financial support for business’ capital 
spending. 

® Research and development con- 
ducted by business increased 12% in 
1958, despite the recession. Further in- 
creases are planned for 1959-62, assur- 
ing a continuing flow of new products 
and new processes. 

One note of caution: These figures, 
while encouraging, don’t indicate the start 
of a new super boom in capital spend- 
ing. As mentioned above, these plans are 
still below 1956-57 peaks. In fact, in no 
manufacturing industry do plans call for 
as much capital spending as in 1957. 

Nevertheless, there are many brighten- 
ing indications that the capital spending 
curve is on the way up again. 

Probably most important of these is 
the fact that most plans have been re- 
vised upward since McGraw-Hill’s last 
survey. 


Nearly All Reported Higher Spending 


Nearly every industry reported higher 
spending plans in this survey than it re- 
ported last fall, when the McGraw-Hill 
Fall Survey provided the first definite 
indication that capital spending would 
increase in 1959. The recovery in busi- 
ness sales and profits evidently had a 
favorable influence on capital expenditure 
decisions in final budget reviews. 

The increase in spending plans reported 
in this survey confirms the trend reported 
a few weeks ago in the annual survey con- 
ducted by the U. S. Department of Com- 
merce and Securities & Exchange. It also 
confirms the sharp rise in industrial build- 
ing contracts reported by “Engineering 
News-Record” during the first three 
months of 1959. 

The breakdown between moderniza- 
tion and expansion is particularly sig- 
nificant. The increased emphasis on mod- 
ernization will mean higher productivity 
from more efficient new plants and equip- 
ment. 

These figures tell the story: Manufac- 
turing companies will spend more money 
to modernize their producing facilities 
in 1959 than in any previous year—in- 
cluding 1957, the record year for total 
capital spending. This effort to update 
obsolete and worn-out plants and equip- 
ment will continue in the years 1960-62. 

Both in 1959 and in the years 1960-62, 
manufacturing companies expect, on the 
average, to devote 65% of their plant 
and equipment outlays to modernization. 
This is the highest proportion ever re- 
ported for this purpose in a McGraw-Hill 
survey. 


Expansion Proportion Smaller 


The other side of the coin is that, with 
a step-up in the proportion of capital 
spending devoted to modernization, the 
proportion planned for expansion is 
smaller than in any previous survey. 
Manufacturing companies plan to spend 
only 35% of their plant and equipment 
outlays for expansion in 1959 and the 
same proportion in the years 1960-62. 

This is a smaller percentage for ex- 
pansion than was reported in last year’s 
McGraw-Hill Survey for the years 1959- 
61 (38%). In only two manufacturing 
industries-nonferrous metals and chemi- 
cals—is the proportion of total expendi- 
tures going for expansion in the years 
covered by this survey about 50%. 

However, companies in some _indi- 
vidual industries report higher percent- 
ages for expansion this year than they 
reported last year. These include ma- 
chinery, transportation equipment, “other 
metal-working” (fabricated metal prod- 
ucts and instruments), and textiles. 

Financially, business appears in a strong 
position to support these present plans 
for modernization and expansion—and 
even to increase them. 

By 1962, business expects to be getting 
$26 billion a year from depreciation de- 
ductions, 21% more than in 1958. This 
year’s depreciation deductions of $23 bil- 
lion will provide more than two-thirds of 


Central Office Set Up 
For Emergency Buys 


(Continued from page 1) 
gramming staffer William Blanchet. The 
first objective is to give state and local 
Officials a clearing house of their own 
for emergency supply planning problems, 
the second to study what if anything the 
federal government should do to help 
solve them. 

Local officials have been concerned 
about the lack of specific planning for 
state, county, and municipal supplies in 
case of war and enemy attack on the 
U.S. since World War II. This concern 
led directly to the establishment of civilian 
requirements sections in the old War 
Production Board and its successor 
agency, National Production Authority, 
O.C.D.M. officials explain. 

But no single federal office ever has 
been established previously to establish 
priorities or consider special warehousing 
or stockpiling of the food, construction 
materials, medical and other supplies that 
might be needed by local officials in case 
of an air raid or other disaster. 

Blanchet’s pilot project stems directly 
from a recent meeting of state and local 
purchasing agents with O.C.D.M. officials 
in Washington. Blanchet plans to report 
on the kind of problems purchasing agents 
have asked him about at the conclusion 
of his current study of what if any federal 
steps are necessary. 


the funds needed for capital expenditures. 
On the basis of present spending plans, 
depreciation will cover an even larger 
share in 1960-62. 

Nevertheless, almost half the com- 
panies participating in the survey state 
that they would spend more on new plants 
and equipment if depreciation allowances 
permitted by the tax law were substan- 
tially increased over the next few years. 


His report is due in about six months. 
In the meantime, a preliminary statement 
of objectives includes an eight-point pro- 
gram backed by various government 
groups including the National Institute of 
Governmental Purchasing and the Na- 
tional Association of State Purchasing 
Officials: 

1. Design claimancy procedures and 
maintain an office for state and local 
governments to apply to secure essential 
emergency requirements, to maintain con- 
tinuity of government, and to accelerate 
restoration of full government functions. 

2. Develop over-all requirement esti- 
mates for state and local governments and 
analysis of their post-attack resources, 
including manpower as well as materials, 
equipment, and supplies. 

3. Issue guidance material to state and 
local governments to develop an orderly 
plan of resource utilization in connection 
with their Operational Survival Plan. 

4. Facilitate equitable sharing of na- 
tional survival item stockpiles by state and 
local governments. 

5. Coordinate and facilitate federal 
programs to meet emergency and post- 
attack needs for state and local govern- 
ments, including the development of 
procedures for processing claims and allo- 
cating resources. 

6. Study requirements and _ reserves 
necessary to operate key facilities nor- 
mally maintained and operated by state 
and local governments for the use of both 
military forces and civil government, such 
as water supply systems, highways, roads, 
bridges, airports, docks, harbors, etc. 

7. Prepare a classification of items 
essential to emergency operations, con- 
centrating first on determining what items 
will be required immediately to insure 
continuity of government operations. 

8. Study and evaluate the effect of 
state and local government emergency 
and post-attack requirements in terms of 
a total national program of survival re- 
quirements. 
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Danny DoALL says: 
“For perfect 


saw band welds, 


go to your local 


SB-71%4 


DoALL store.’’ 


They use the ultramodern HSW-100 welder to 
produce perfect welds—having 3/2 times longer 
flex life. Welds are guaranteed stronger, teeth 
perfectly matched and no grinder undercut. 
You'll get weld perfection in DoALL carbon 
or Demon® HSS saw bands. 


THE DOALL comPANy 
DES PLAINES, ILLINOIS 
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Motor Starters 


For All Sizes 


Unitized, _ building-block 
design of 0 to 4 contactors 
gives extreme versatility. Full 
line of controls are available 
from 110 to 600 v. for frac- 
tional to 200 hp. motors. 
Controls include manual and 
across the line, reduced volt- 
age, non-reversing, and fusi- 
ble and non-fusible. 

Price: From $1.50 to $3,- 
000. Delivery: Immediate to 
6 wk. 

Allis-Chalmers Mfg. Co., 
Milwaukee, Wis. (P.W., 4/ 
20/59) 


Multiple Spindle 
For Delicate Operations 


Model 400 Knuckle-Head fully adjust- 
able 4-spindle drilling and tapping head is 
designed for small delicate production 
operations. It will operate in any posi- 
tion on any drill press, drilling, or tapping 
machine. It either will drill or tap 2 to 
4 holes ranging in size from ;'); in. to 
Y%4 in. in steel. Spindles on the head 
can be adjusted to almost any hole pat- 
tern within a 4 in. dia. bolt circle. 

Price: $169 (2 spindle), $188.50 (3 
spindle), $208 (4 spindle). Delivery: | 
wk. 

Ettco Tool & Machine Co., Inc., 594 
Johnson Ave., Brooklyn, N. Y. (P.W., 
4/20/59) 


Motor 
Ideal for Hoists, Cranes 


Motors are especially made 
for material handling appli- 
cations. High slip, high 
torque characteristics are de- 
signed for bridge, trolley, and 
hoist drives and give smooth 
starts with heavy loads. They 
are available in ratings from 
2 hp. to 50 hp. in frame 
sizes from 182 to 365U. 

Price: From $75 (2 hp., 
1,800 rpm.) Delivery: 3 wk. 

Reuland Electric Co., Al- 
hambra, Calif. (P.W. 4/20/ 
59) 


Water Conditioner 
Prevents Equipment Damage 


Feeder is connected into the water line 
and injects powder into the water to 
inhibit the deposit of calcium, magnesium, 
silica, and iron in process water lines and 
heat exchangers. The conditioner has no 
moving parts and requires no mainte- 
nance other than occasional replacement 
of the powder in a transparent plastic 
cartridge. The unit is made in several 
capacities and has been tested to 1,500 
psi. pressures. 

Price: Feeder $32 to $150. Chemical 
approx. $1.50/lb. Delivery: immediate. 

Stiles-Karlsonite Corp., 1550 Grand 
Ave., Waukegan, Ill. (P.W., 4/20/59) 
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Spray Gun 
Is Self-Contained 


‘Jet-Pak’ spray gun is 
powered by a replaceable can 
of propellent gas and needs 
no external hoses or attach- 
ments. It sprays any liquid 
that can be thinned to the 
proper consistency, including 
lacquers, stains, paints, lubri- 
cants, and special solutions. 
Extra jars are available. 

Price: $4.95. Delivery: im- 
mediate. 

Sprayon Products, Inc., 
2075 East 65th St., Cleve- 
land, Ohio. (P.W., 4/20/59) 


Coffee Machine 


Brews Individual Cups 


“Brew-A-Cup” coffee machine cooks 
individual cups of coffee from fresh, 
ground coffee beans and dispenses them 
in less than 9 sec. Standard model also 
dispenses tea, hot chocolate, and soup. 
More than 500 packets can be stored in 
the machine, each good for one cup. The 
unit has a 10 gal. hot water tank and op- 
erates on 110 v. ac. Because each cup is 
individually brewed no waste can occur. 
The unit is 70 in. high, 35 in. wide, and 
262 in. deep. 

Price: $1,595. Delivery: 1 mo. 

Rudd-Melikian, Inc., Hatboro, Pa. 
(P.W., 4/20/59) 


Mopping Buckets 
Hook Together 


Bucket can be used by it- 
self or in conjunction with 
another for jobs covering a 
large area or requiring two 
different solutions. Buckets 
stack easily and non-marking 
rubber bumper prevents dam- 
aging walls and woodwork. 
Available in 32 and 44 qt. 
capacities. 

Price: $21 (32 quart) and 
$25.55 (44 quart) Delivery: 
immediate. 

Geerpres Wringer, Inc., Box 
658, Muskegon, Mich., 
(P.W., 4/20/59) 


Temperature Control 


Monitors, Corrects Temperatures 


Limitemp monitors and controls tem- 
peratures within the range of 100 to 
400 F. Accuracy for temperature con- 
trol is +3 F. Typical applications include 
monitoring bearings, large motor wind- 
ings, and materials in process. The unit 
combines magnetic amplifier and tran- 
sistor circuitry and uses no vacuum tubes. 
Indicating lamp signals whenever the con- 
troller is functioning to restore tempera- 
tures to the desired level of operation. 

Price: Under $150. Delivery: 6 wk. 

Westinghouse Electric Corp., Director 
Systems Dept., 356 Collins Ave., Pitts- 
burgh, Pa. (P.W., 4/20/59) 
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New Products 


Pipe Strainer 
For Severe Applications 


SSY Strainer is designed to 
give reliable service under 
severe temperature, pressure, 
and corrosion’ conditions. 
May be used as an in-line fit- 
ting in steam, liquid gas and 
chemical lines. Eliminates 
dirt, scale and other foreign 
matter. Available for pipe 
sizes from 2 in. to 2 in. 

Price: $31 to $153. De- 
livery: immediate. 

Strong, Carlisle & Ham- 
mond, 508 Sandusky St., 
Conneaut, Ohio. (P.W., 
4/20/59) 


Another PURCHASING WEEK service: Price and 
delivery data with each product description. 


Router-Plane Kit 
Combines Router and Plane 


Versatile kit is both a 
router and a power plane. It 
includes a motor unit (1 hp. 
max.), plane assembly, route 
base assembly, and misc. 
tools all packed in a steel 
box. Used with router base 
unit for cabinet woodwork- 
ing, and used with the power 
plane for making smooth, 
level finishes. 

Price: $129.50. Delivery: 
immediate. 

Black & Decker Mfg. Co., 
Towson, Md. (P. W., 
4/20/59) 


Microscope Fusible Service Equipment 


Provides 3-D Viewing Units Can Be Plugged In 


Stereo microscope gives three-dimen- 
sional vision permitting the djtection of 
flaws in materials, revealing depth of de- 
pressions in surfaces and making it easier 
to interpret images. Suited for quality 
control, production line inspection, re- 
search work and small parts assembly. 
Features include: 2 sets of objectives on 
rotating turret for a variety of powers 
and rack and pinion focusing. Additional 
eye pieces and low-power attachment 
give powers of 6, 10, 23, and 40. 

Price: $107 (including low-power at- 
tachment). Delivery: immediate. 

Edmund Scientific Co., Barrington, N. 
J. (P.W., 4/20/59) 


Line of fusible service equipment is 
100% modular. Ten enclosures and five 
plug-in units can handle all applications 
up to 200 amp. Stab-in units can be in- 
serted in seconds where and when needed. 
Picture at left shows 30 amp. twin-plug 
fuse unit being inserted into the bussing. 
Each unit features: narrow-width, shal- 
low-depth construction, sequence buss- 
ing, step-type insulating neutrals, and 
combination flush-surface mounting. 

Price: Enclosures, $3 to $109; plug-in 
units, from $4. Delivery: immediate. 

Federal Pacific Electric Co., 50 Paris 
St., Newark, N. J. (P.W., 4/20/59) 


ot 


Ssssssr0"r™. 


.® 


| 


April 20, 1959 


Control Valve 
For Hydraulic Cylinders 


Vairi-Speed control valve 
is a combination needle and 
ball-check valve. It is used 
to control the speed of a hy- 
draulic cylinder. Flow in one 
direction is free, in the other 
direction limited by the nee- 
dle valve. Available for pipe 
sizes from ¥% to % in. 

Price: From $3.75 (% in.) 
to $13. (% in). Delivery: im- 
mediate. 

Control Line Equipment, 


19560 Center Ridge Rd., 
Cleveland, Ohio. (P.W., 
4/20/59) 


Spring Coiler 
For Variety of Springs 


Automatic spring coiler 
can make a wide variety of 
springs with round wire with- 
out special equipment. Any 
length wire can be handled. 
Standard model can coil 40 
in. to 280 in. per min., and 
maximum cutting cycle is 30 
per min. Special gear can in- 
crease speed to 1,120 ft. 

Price: $1,695. Delivery: 2 
wk. 

Perkins Machine & Gear 
Co., 106 Clarke St., West 


Springfield, Mass. (P.W., 


4/20/59) 


Carbon Paper 
Can Be Used 60 Times 


Plastisol carbon paper can be used suc- 
cessfully up to 60 times. Manufactured in 
one grade only, it can be used to produce 
a minimum of 9 clear copies. Unlike 
conventional carbon paper, which trans- 
fers a carbon coating from one paper to 
the surface of another. Plastisol contains 
a pigmented fluid which inks the paper 
leaving a permanent image. Copies will 
not smudge. 

Price: $4.75 per box of 100 sheets. De- 
livery: immediate. 

Columbia Ribbon & Carbon Mfg. Co., 
Inc., 696 Herb Hill Rd., Glen Cove, N. Y. 
(P.W., 4/20/59) 


Purchasing Week Definition 


About Lumber 


Lumber Quality is determined by the 
kind and number of defects a piece of 
lumber may have. Other factors: finish, 
whether completely machined and ready 
for assembly and painting or machined 
on one or more surfaces, but not all; 
whether green or kiln-dried. 


Quality is specified by grade number 
or letter. Best grade lumber has lowest 
number or letter. Softwood: finish select 
(nearly no defects) grades A to D; com- 
mon (some defects) | to 5; dimension 
(specific size) 1 to 3. Hardwood: | to 
3 common. 


These are defects: 


Knots—Some part of a branch that 
appears in lumber. 

Checks—Definite separations of wood 
at right angles to the rings you see when 
you look at the end of a piece of lumber. 

Shakes—Separations along the grain. 

Other definitions: 

Board feet—Unit of lumber measure- 
ment | ft. long, 1 ft. wide, 1 in. thick or 
its equivalent. 

K. D.—Lumber dried in a_ heated 
chamber (kiln) using artificial heat. 

Green—Lumber completely unsea- 
soned or dried. As sawed from the tree. 

Pitch—Accumulation of resin or sap 
in wood cells. (P. W., 4/20/59) 
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New metalworking techniques 
are coming from the space age. 
New vehicles — missiles, high- 
speed aircraft, space ships—op- 
erate in environments that range 
from absolute zero temperature 
to temperatures that vaporize 
most materials, in near vacuum, 
and in vacuum. They are also 
subjected to high pressures and 
stresses. 

Some of the materials to cope 
with this environment are already 
available; others are coming. But 
coping with it doesn’t end with 
the availability of the materials. 
They must be fabricated into 
components. And they must be 
joined to produce functioning 
units. This is where you will see 
new techniques for metalworking 
developing. 


At a recent Society of Auto- 
motive Engineers meeting, two 
engineers from the Martin Co. 
pointed to solutions to some of 
the fabrication problems. 

Vanadium steel, precipitation 
hardening stainless, Hy Tuf alloy, 
are some of the materials being 
worked, All are characterized by 
extreme toughness. One way of 
forming them uses a combination 
of the draw die and rubber form- 
ing process. Instead of a female 
die, the press has a thick rubber 
blanket which moves down over 
the workpiece and forms the work 
over a stationary male die. Com- 
ponents made from these tough 
materials come out of the press 
without wrinkles or cracks. 


Stainless steel honeycomb core 
materials can be compound-con- 
toured on a tracer-controlled disc 
cutter. A special tool head lets 
standard three-axis machines cut 
along five different axes, all 
tracer controlled. 


Stainless cores can be com- 
pound-contour formed, too. But 
contours are not as complex as 
those available with tracer-con- 
trolled machining. To make, say 
a sphere, cell size and pattern of 
the face of the core slab that is 
to be the inner surface of the 
sphere are modified. When the 
slab is formed its outside surface 
doesn’t stretch and the cell walls 
keep their integrity without tear- 
ing. 


Electric blanket brazing stain- 
less honeycomb panels is taking 
over from gas furnaces. Time is 
cut better than in half, and heat 
losses are lower. Radiant-heat 
transfer equipment is likely the 
next step beyond the electric 
blanket. Studies are underway 
to determine feasibility of using 
this process. 

Research also is looking into 
new brazing alloys. What’s 
needed is the optimum brazing 
alloy for each type of core alloy. 


Missile components sometimes 


& 
Perspective ...: 202. 


them is a problem. Martin had 
the problem of brazing a nodular 
iron casting to one end of a car- 
bon steel canister and a spun cop- 
per cone and low-carbon steel 
ring to the other end. The main 
problem was temperature control 
at the iron-steel joint. Too high 


a temperature would ruin the 


characteristics of the iron; too 
low would make a poor joint. 
Martin got around the problem 
by strategically locating induction 
heating coils and by using fixtures 
for holding and brazing the cop- 
per cone and iron casting in sepa- 
rate operations. Fixtures and 
workpiece are rotated over the 


coils. The technique is now in 
production. 
Sheets of 17-7PH stainless 


large enough for some applica- 
tions are not available. So sheets 
are fusion welded to make the re- 
quired length. Welding, though, 
produces a low-ductility joint. 


But special techniques have been 
developed. The inert gas shielded 
process appears to be the most 
suitable. 

Welded joints to be heat treated 
have to be cold worked after they 
are welded. When heat treating 
has to be done before welding, 
the edges of each sheet were up- 
set to increase the joint thickness 
and maintain joint strength. 


There’s change and new things 
in the auto industry, too. H. G. 
Bixby, Ex-Cell-O Corp. presi- 
dent, talking to members of the 
Cutting Tool Association, pointed 


to a revolution going on in the in- 
dustry. 

Forgings continue to be re- 
placed by stampings. Aluminum 
engines will reduce the many ma- 
chining operations now needed on 


cast iron engines. Cutting tools 
will have a life span of three to 
four times longer. New types 
of machine tools requiring more 
precision and higher speeds and 
feeds for aluminum will be in- 
troduced. 

Over-all, the demand for ma- 
chine tools won’t go down, Bixby 
said. The machine providing 
highest output at lowest cost will 
be in greatest demand. 


QUALITY 


mix a variety of alloys. Joining 
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EAD 
ONDED 
ONTAINERS 


ONLY MEAD 
BACKS UP 
CONTAINER 


WITH A BOND! 


Every Mead Bonded Container you buy is bonded to insure that it equals 

or exceeds specifications set up under Rule 41, Uniform Freight Classification 
and Rule 5, National Motor Freight Classification. If a Mead Bonded 
Container does not meet |.C.C.-approved standards, Mead will immediately 
pay the full cost of defective containers or rush replacements to you. 

Mead Containers, Inc. has complete confidence in the quality of its corrugated 
shipping containers produced in 14 strategically located plants. 

This quality assurance, plus the best in container research and design 
services, is yours when you specify Mead Bonded Containers. 


For information, write or call collect your nearest Mead Containers office. 
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$500,000 bond assures you of |.C.C.-approved quality standards 


containers 


MEAD CONTAINERS, INC. 
Executive Offices, 4927 Beech St., 
Cincinnati 12, Ohio 

National Sales Offices, 230 Park Avenue, 
New York 17, New Yorke 6124 N. Milwaukee 
Ave., Chicago 46, Ill. and in principal cities. 
Subsidiary of 

THE MEAD CORPORATION 
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Profitable Reading for P.A.’s 


Commercial stainless steel sheet 
and strip grades are described in 
36-page book. It describes stain- 
less steel physical properties and 
analyses, surface finishes, fabrica- 
tion, maintenance, and bacteria 
cleanability. It also includes cor- 
rosion resistance tables of stain- 
less steel Types 302, 316, 430, 
and aluminum Type 1100. Copies 
are available from Washington 
Steel Corp., Washington, Pa. 


Muriatic (hydrochloric) acid is 
described in 44-page manual. 
Illustrated with drawings, tables, 
and graphs, the book covers the 
history of muriatic acid, prop- 
erties of muriatic acid solutions, 
and its principal reactions and 
uses. There are descriptions of 
unloading and emptying muriatic 
acid shipping containers and han- 
dling, storing, sampling, and di- 
luting the chemical. Manual is 
available from Inorganic Chemi- 
cal Sales, Dow Chemical Co., 
Midland, Mich. 


Multichannel Telemetering 
Equipment is described in 36- 
page Catalog, No. 900. It gives 
clear-cut illustrations, descrip- 
tions and specifications of repre- 
sentative multichannel equipment 
for telemetry and other instru- 
mentation applications. Catalog 
is available from Multichannel 
Products Div., General Devices, 
Inc., P. O. Box 253, Princeton, 
N. J. 


Tracer control systems for a wide 
variety of metalworking applica- 
tions are described in 8-page 
Bulletin No. GEA-6122. Bulle- 
tin shows how tracer controls 
work and how they are used as 
complete systems for accurate, 
economical machine operations. 
Numerical positioning and nu- 
merical contouring controls are 
also discussed. Bulletin is avail- 
able from General Electric Co., 
Schenectady 5, N. Y. 


Phosnic bronze, a high copper 
alloy that combines to an unusual 
degree high strength and high 
electrical and thermal conduc- 
tivity is described in new booklet. 
Booklet describes completely the 
various forms, tempers, and prop- 
erties of the alloy, as well as its 
composition and a number of 
typical uses. Also included are 
discussions of endurance strength, 
workability, and heat treatment. 
Copies are available from Chase 
Brass & Copper Co., Waterbury 
20, Conn. 


Obstructionless magnetic flow- 
meter is described in 6-page Cata- 
log No. 10D1416. Principles of 
operation and advantages of the 
new meter, which will handle 
flows from a fraction of a gallon 
per minute to many millions of 
gallons per day, are discussed. 
Catalog is available from Fischer 
& Porter Co., 38 Jacksonville 
Rd., Hatboro, Pa. 


“Vinyl Wrinkle Finishes” is title 
of 5-page Bulletin No. 40. It 
explains advantages and suggests 
ways of using plastisols, organ- 
osols, and solution coatings in 
preparing vinyl wrinkle finishes. 
Copies are available from Union 
Carbide Plastics Co., Div. of 
Union Carbide Corp., New York, 
N. Y. 


Helical Gear-Motors are de- 
scribed in 16-page Bulletin No. 
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GEA-6704. It describes in text 
and pictures construction fea- 
tures and applications of helical 
gear-motors and speed reducer 
line. Cutaway drawings show 
maintenance features. Informa- 
tion is provided on field and fac- 
tory testing help. Copies of the 
bulletin are available from Gen- 
eral Electric Co., Schenectady 5, 
N. Y. 


“Walkies—What They Can and 
Can’t Do” is title of 4-page folder. 
It contains descriptive informa- 
tion on 7 basic waikie truck 
types along with informtaion on 


how to pick the best truck type 
for a given job. Information on 
special attachments and specially 
designed trucks is also included. 
Folder is available from Moto- 
Truc Co., 1954 E. 59th St., 
Cleveland 3, Ohio. 


“11 Ways to Reduce Costs and 
Improve Your Packaging of 
Steel” is title of new folder. It 
highlights packaging operations 
in the steel and steel fabricating 
industry. The folder is a story 
of how to make steel products 
cost less to handle, store, ship 
and receive. Copies are avail- 
able from Signode Steel Strap- 
ping Co., 2600 N. Western Ave., 
Chicago 47, Ill. 


Muriatic acid is described in 40- 
page brochure. Comprised of 10 
sections, the brochure outlines 
the principal uses of the acid and 
provides instructions for mixing, 
dilution, safety precautions, stor- 
age and handling, and analytical 
procedures. Total of 26 graphs 
and tables provide useful refer- 
ence data on the physical and 
chemical properties of muriatic 
acid, etc. Brochure is available 
from Stauffer Chemical Co., 380 
Madison Ave., New York 17, 
N. Y. 


NYLATRON GS (molybdenum 
disulphide filled) nylon shapes 
are described in new bulletin. It 
presents the property advantages 


of the material used to expand 
the field for nylon in such appli- 
cations as gears, rollers, bearings, 
etc. Physical property data and 
specific stock shape size avail- 
abilities are also included. Bul- 
letin is available from Polymer 
Corp.of Pennsylvania, 2140 Fair- 
mont Ave., Reading, Pa. 


“Ethylene Amines” is title of 65- 
page publication. Book includes 
properties, reactions, uses, first 
aid techniques, handling and 
storage, property graphs and a 
bibliography covering patent and 
use sources. Book is available 
from Organic Chemical Inter- 
mediate Sales, Dow Chemical 
Co., Midland, Mich. 


Cut bearing bronze costs as easily as exact lengths slice off Asarcon® Con- 
tinuous-Cast Bronze. You can pay less for bearing bronze initially and later. For 4 reasons: 


1) Asarcon 773 (SAE 660) is stocked in the exact lengths your shop needs. No short-end scrap to up 


costs. 2) Less diameter loss to pay for. Only 1/32” to 3/32” to clean up, not usual 1/4°.3) Less clean- 


up means less machining, time and expense. 4.) Superior performance. Far more strength and hard- 


ness than other cast bars conforming to same alloy specifications; or you can replace more expensive 


alloys with Asarcon 773! Asarcon 773 is immediately available from stock in 260 sizes of rods and 


tubes, diameters from 1/2” to 9”, any length up to 105°, from a nation-wide network of distribu- 


tors. Special shapes can be made to order. Write: Continuous-Cast Products Department, American 


Smelting and Refining Company, Barber, New Jersey, Whiting, Indiana. Kingwell Bros., Ltd., 


A457 Minna St., San Francisco. In Canada: Federated Metals Canada, Ltd., Toronto and Montreal. 


CONTINUOUS-CAST DEPARTMENT OF 
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Small Computer Licks New Jobs; 


More Industries Finding Benefits 


Royal McBee’s Small Versatile LGP-30 Computer 
Solves Problems from Payrolls to Trajectories 


New applications are turning 
up for the versatile small elec- 
tronic computer. Small and large 
businesses alike are finding they 
can solve problems ranging from 
payrolls to complex missile tra- 
jectories on the small computing 
machines. 

Royal McBee Corp.’s LGP-30 
is a typical such computer. 
Enough of them now are in use 
to get an idea of where you can 
use the small computer. 

Since the LGP-30 was intro- 
duced two years ago, over 200 
have been installed, and the com- 
pany is making new installations 
at the rate of about 12 machines 
a month. 

The LGP sells for $49,500 and 
rents for $1,100 a month. Ac- 
cording to the company, 90% are 
rented, 10% sold outright. It is 
internally programmed and uses 
a magnetic storage drum with a 
capacity of 4,096 words. The 
government is involved in the 
largest number of installations 
(45), followed by the electronics 
(12), aircraft and missiles (12), 
petroleum (10), and chemical (9) 
industries. 

Brender & Brender, Inc., an 
engineering firm that purchased 
an LGP-30, estimates that the 
annual cost of the computer and 
all related equipment (see box p. 
27) is equivalent to the cost of 
two engineers of medium experi- 
ence. Yet the firm claims that it 
gives them the output of four or 
five additional engineers. 

In the Brender firm, the desk- 
size computer and all its supplies 
are contained in 81 sq. ft. No 
special facilities are needed for 
electric power or ventilation since 
the computer operates at 110 v. 
and takes only 1,500 w. 

The LGP-30 has found its way 
into almost every industry. Some 
typical applications are: 


Chemical: 


It is used with a mass spec- 
trometer to analyze gas samples 
from a refinery or chemical proc- 
essing plant. Because the man in 
charge quickly learns the compo- 
sition of each of the product 
streams, he can make necessary 
corrections before product wastes 
occur, 

Petroleum: 

Pipelines—A Canadian com- 
pany is using the computer in 
pipeline applications to work out 
pumping schedules and to design 
new pipeline systems. 

Gasoline Blending—When a 
refinery receives an order for a 
gasoline to meet certain require- 
ments there are many alternative 
ways it can meet this order. Esso, 
using a computer in its Baton 
Rouge plant, estimates that it is 
saving 112¢ to 2¢ a barrel by de- 
termining the most economic way 
to fill each order. 

Pilot Plants—A system built 
for Esso by Consolidated Electro- 
Dynamics Corp. is programmed 
for continuous analysis, data log- 
ging, and computing. A complete 
record of the proposed operation 
is printed out. By having the 
complete finished information at 
his fingertips, an engineer is able 
to exploit a new process in a mat- 
ter of weeks instead of the months 
that it now takes. 
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Aircraft and Missiles: 


Radioplane Division of the 
Northrop Corp. uses its computer 
as an aid in all stages of aircraft 
and missile design. Problems 
solved include: aerodynamics 
performance computation, sta- 
bility and control analysis, ther- 
mal stress distribution, fuel system 
operation and design, propulsion 


@ Aircraft & Missile 


Aerodynamic performance computations 
Reduction of wind tunnel test data 
Stability and control analysis 

Jet engine test analysis 

Multi-stage compressor design 

Digital simulation of war games 
Thermal distribution 

Missile trajectory studies 

Satellite tracking 


Nuclear 


Calculation of electronic structure of molecules 
Data processing on nuclear scattering experiments 
Shielding calculations (Monte Carlo technique) 
Critical calculations on reactor 


Compressor units like these are protected against premature wear 
and excessive maintenance cost when lubricated with Gulf Harmony Oil. 


Gulf makes things run better with outstanding multi-purpose 


NEW AND IMPROVED 
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Gulf Harmony, a long-time favorite multi-purpose oil, is now 
further improved to serve you even better. Here are a few of the 
improved Harmony’s many advantages: 


e Higher oxidation resistance assures longer life and freedom from 
harmful sludge deposits. 


e Retains its original viscosity over longer periods of time. 

e Maintains its color stability longer. 

e Anti-corrosion additive protects against rust. 

e Patented anti-foam agent prevents objectionable foaming. 


@ Performs exceptionally well in bearings exposed to high ambient 
temperatures and humid atmospheres. 
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* Business 
Utilitles Job cost accounting Typical Operating Expenses 


Sales analysis 
Power schedule optimizati Producti | > . . . 
Power loadflow See 8 gente contro’ Brender & Brender, Inc., an engineering firm which pur- 
Gas distribution calculations Payroll chased an LGP-30 electronic computer, has estimated the 


Water network calculations 
Woter network el ae monthly cost of operating the computer as follows: 


Automatic control of electronic component production Computer (amortized over five years) 


Optical ray trace i y ; 
sicnoaland aneoah iit kninhiat iad Maintenance Contract (service only) 
: Servo stability analysis Maintenance Parts (esti 
Petroleum & Chemical Processing Linear programming (Optimizing — Profitable output) shu we 
Mass ft : University & industrial research Paper, tape, and typewriter ribbons 
~ a rmatemonsesed analysis Mathematical solutions for problems involving: Pow @ 6¢/kwh 
Ann ine transmission cost analysis Simultaneous equations nerd Abatiiens 
a cet = Differential equations 
Paes wor = y system Partial differential equations 
- ending Matrix inversion 
leat exchanger design Least squares fit 
Fourier synthesis (as in X-ray diffraction) 
Multiple regressions analysis 


research, operation and flight 
trajectory, wind tunnel data, etc. 

A government flight test area 
at White Sands, N. M., uses the 
LGP-30 to analyze simulated 
flight conditions. Typical prob- 
lems involve analysis of 35 simu- 
lated rocket firings in two hours. 
Manually the computations would 
take weeks. 


Manufacturing: 


Heat exchanger design— Brown 
Fintube Co. and Yuba Heat 
Transfer Co. both found that 
non-technical personnel can be 
trained to fill in standard data 
sheets and feed information to 
the computer. One program can 
handle practically all of the basic 
variables encountered in an aver- 
age heat transfer problem. Time 
to calculate a typical heat ex- 
changer section was reduced from 
2 hr. to 3 min.—the output of 
New and improved Gulf Har- " all information, including final 
mony Oil is setting new stand- 0 oe pyeer 
ards of performance in hea : - 
equipment like this 3000-ton ae ont tools — Cunningham Industries 
trusion press. ai | Bee uses its computer to punch a con- 

; ie trol tape for numerically con- 
: trolled machine tools. It feeds a 
geometric numerical description 
to the computer and has it com- 
pute all machine instructions 
necessary to produce an accurate 
reproduction of the original part. 


Business data processing: 
Financial Publishing Co. uses 
computer to calculate and print 
the large amortization tables that 
it sells to banks, etc. The output 
from the computer is photo- 
graphed and no recopying is re- 


Hydraulic stamping presses re- 
quire an oil that has high resist- 
ance to oxidation, good rust pre- 
ventive qualities and anti-foam 
properties. Gulf Harmony Oil is 
ideal for this type of service. 


: quired. 
Payroll and labor distribution: 
i d t i | A 1 H Hazelton Laboratories, a med- 
industria lubricating oil ees ical research laboratory with ap- 
proximately 200 employees, uses 
the computer to help control 


(y manpower by analyzing their 
weekly job time sheets and pre- 
paring gross payroll for each em- 


ployee, complete run-down of the 
status of each job involved, in- 
cluding percentage finished, and 
GULF OIL CORPORATION payin gpm ~ the effectiveness 
Dept. DM, Gulf Building or each employee. 

Pittsburgh 30, Pa. Optics: 

Every lens system has some 
degree of imperfection and this 
must be determined. Long equa- 
Name tions are needed. Pacific Optical 

uses a computer to reduce this 
time-ray tracing, lens design, in- 
cluding third order programming, 
skew rate programming, image 
evaluation, graph plotting etc. 


Gulf Harmony is available in the proper 
grades to meet your every need. It is ideal for 
hydraulic systems, air compressors, blowers, 
dryer-roll bearings, machine tools, electric 
motors, central circulating systems, and a 
host of other applications. 

Your Gulf Sales engineer will gladly show 
you how new Gulf Harmony can help cut 
your maintenance costs and simplify your 
lubricant storage and handling. See how 
Gulf makes things run better in your opera- 
tion. Just call your nearest Gulf office, or 
write for illustrated bulletin. 


Yes! Without obligation on my part, send me 
illustrated bulletin on new Gulf Harmony. 


Title 
Company 


Address 
Nuclear: 


— = as on A leading electric equipment 
manufacturer uses the computer 
in its nuclear division. It takes 
counts from four separate points 
in the nuclear reactor and makes 
routine decisions based on these 
calculations. 
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Carbon Dioxide Gas Shielding, Streamlined Controls 
Highlighted American Welding Society's April Meeting 


More Power in Smaller Units, Components Adapted 


To Manual or Fully Automatic Operation Stressed 


Chicago—New machines and 
the usual run of new components 
received much attention at the 
American Welding Society’s an- 
nual meeting here April 7-9. But 
the major interést was on innova- 
tion rather than invention. 

Increased emphasis on carbon 
dioxide gas shielding, high speed 
foil butt welding, and more 
streamlined controls highlighted 
the show. But as one veteran 
welding engineer said “. . . many 
companies are just showing bet- 
ter versions this year of things 
that haven’t sold too well in the 
last couple of years.” 

Versatile Components 

Many companies pitched sales 
talks around versatile compo- 
nents that can be adapted easily 
to manual or semi-automatic ma- 
chines, and later converted 
fully automatic operation. 

Noted at random during the 
show were more rectifier power 
equipment, new designs in gages 
and meters, lighter electrodes, 


shorter arc equipment, and more |’ 


power in smaller units. 

Among units specially designed 
for use with carbon dioxide 
shielding and shown in Chicago 
were: A. O. Smith Corp.’s pro- 


cedure for making button welds]! 


with CP-C-OMANUVAL equip- 


ment; the Aircomatic Dip Trans-}, 


fer welding process developed by 
Air Reduction Co. for welding 
mild steel, and the Westing-Arc 
Dynamic Reactor developed by 
Westinghouse Electric Corp. for 
welding thin-gage parts. All were 
shown here for the first time. 


Aid to Button Welding 


A. O. Smith’s button welding |. 


attachment is adaptable for an 
accurately-timed burn-through 
method of joining lighter gages 
of mild steel—comparing favor- 
ably with resistance spot welding 
or riveting. It can also be used 
for tacking heavier gage sheet and 
plate together in place of manual 
arc tack welding. 

A more stable transfer of mild 
steel in carbon dioxide shielding 
was shown with Airco’s process 
using low average welding cur- 
rents and voltages, slow wire 
feeds and small-diameter welding 
wires. Airco says it is especially 
suitable for joining thin mild 
steel sheet (0.253 in. thick and 
thinner), but is also applicable to 
thicker sections. 


Aid to Gas-Shield Welding 


Manual, automatic and semi- 
automatic gas-shielded welding 
operations are affected by the 
Westinghouse Dynamic Reactor, 
which results in substantial sav- 
ings in wire costs and time. No 
special skills are needed when it 
is used and transfer is said to be 
clean and regular. 

Also receiving a great deal of 
comment during the show was 
a “Vertomatic” automatic weld- 
ing machine made in Belgium 
under license from V.U.S., Brati- 
slava, Czechoslavia, and imported 
to the U. S. by Amalgamated In- 
dustrial Corp., Philadelphia. Us- 
ing the “Electroslag Vertical 
Welding Process”—the unit em- 
ploys one, two, or three auto- 
matically fed electrode wires to 
butt-weld steel plates from 1 to 
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20 in. thick in a single pass, with 
deposition rates of 30 to 40 Ib. 
of weld metal an hour. Appli- 
cable mostly to the production of 
vertical joints between plates of 
more than usual thickness, the 
process involves the fusion of 
parent metal and continuously 
fed weld metal under a substan- 
tial layer of high temperature 


electrically conducting molten 
slag. 

Also demonstrated for the first 
time in the U. S. was an electri- 
cal resistance foil butt seam 
welder made under an exclusive 
license for the Peco Process by 
Precision Welder and Flexo-Press 
Corp., Cincinnati. Smooth non- 
overlapping butt seam welds of 
dense structure and high strength 
can be made at higher speeds and 
with less power and pressure than 
with seam welding. 


Included among improved con- 
trol devices shown by many com- 
panies were streamlined electrical 
conductivity meters, motorized 
rheostats and motor starters for 
use when magnetic contactors are 
impractical. Also photo-electric 
cell controlled oxyacetylene 
flame torch cutting machines 
which automatically follow the 
contours of a line drawing placed 
on a table beneath the electric 
eye controls. An interesting new 
application of punched tape con- 
trol was a P & H reader device 
incorporating control relays and 
resistors which are switched in 
combinations set on tape. The 
P & H machine was exhibited by 
Harnischfeger, Milwaukee. 


Dravo Now Leasing 


Space Heater Line 


Pittsburgh—Dravo Corp. has 
joined the trend toward leasing of 
equipment. The company has an- 
nounced its line of industrial and 
commercial space heaters now 
can be obtained on a lease basis 
for base periods ranging from 
three to seven years. 

Dravo said its nationwide leas- 
ing plan will be operated in con- 
junction with the United States 
Leasing Corp., San Francisco. 
The lease arrangement permits 
renewals or outright purchase and 
trade-ins on the company’s line 
of space heaters. 


to : 


How NS solved another 
special wire problem 


Special National-Standard wire 
helps fly new jet-liners 


When the age of commerical jet 
transportation in the U.S. began last 
January, giant jet-liners inaugurated 
flights across the country at speeds 
over 600 mph. To control these new 
aircraft swiftly and easily requires 
control cables of the utmost reli- 
ability, efficiency and endurance. 


NEW COMMERCIAL JET: 
LINERS are flying now witha unique 
remote control cable system made of 
special high-tensile wire wound 
around a stranded core, with a heavy 


REMOTE CONTROL cable for jet aircraft is made 
of layers of high-tensile National-Standard wire 
wound around a stranded core. Heavy outer wire 
provides helix or worm-gear surface for meshing 
with hobbed wheels. 


perature and flight stress variations. 
National-Standard submitted wire 
samples to microstructural studies 
and physical tests to assist the cus- 
tomer in determining the conditions 
that would allow bending cable around 
pulleys without giving a permanent 
set to the cable. In addition, alloy 


steels with various coatings were 


fications. 


outer wire of stainless steel wound 


to a pitch of 10 per inch. This outer 
wire acts as a helix to engage hobbed 
wheels within control boxes. 


NATIONAL-STANDARD ENGI- 
NEERS worked closely with a con- 
trol-cable system manufacturer to 
develop wire of just the proper alloy 
and rugged physical properties re- 
quired to withstand extreme tem- 


EXPERIENCED ENGINEERING 
HELP, of this kind, is available to 
you from National-Standard. For 


tested to improve wear and galling 
resistance. The result was the de- 
velopment of a special stainless-steel 
wire that exceeded rigid speci- 


FLEXIBLE CABLE engages accurately with specially 


hobbed wheels housed in control boxes. This com- 


any of the many thousands of ap- 


Niles, Michigan. 


plications where only special wire 
will solve the problem, let National- 
Standard engineers go to work for 
you. Write for additional informa- 
tion to National-Standard Company, 


Manufacturer of specialty wire and metal products 


NATIONAL 


DIVISIONS: NATIONAL-STANDARD, Niles, Mich.; tire wire, stainless, music spring and plated wires « WORCESTER WIRE WORKS 
Worcester, Mass.; high and low carbon specialty wires e WAGNER LITHO MACHINERY, Secaucus, N. J.; metal decorating 
equipment e ATHENIA STEEL, Clifton, N. J.; flat, high-carbon spring steels e REYNOLDS WIRE, Dixon, IIl.: industrial 
wire cloth ¢ CROSS PERFORATED METALS, Carbondale, Pa.; decorative, commercial, and industrial perforated metals. 


Purchasing Week 


STANDARD 


bination requires special cable wire that will not take 
permanent set and will provide smooth, hard bearing 
surface for cable inside conduit. 


NATIONAL-STANDARD engineers made intense 
microstructural and tensile studies of sample wire 
to find exact physical properties of the alloy to meet 
Strict aircraft control specifications. 
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New Materials Developed Through Military 
Research Could Affect Industry P.A.'s Buying 


Washington—A host of new materials 
is expected to come from the military’s 
increased emphasis on materials research 
and development. While aimed at solving 
military problems, the new materials are 
bound to find their way eventually into 
civilian applications and thus affect indus- 
trial purchasing programs. 

The increased emphasis comes from 
the Defense Department’s decision to al- 
lot $20 million extra to the military serv- 
ices for research on materials. Orders 
have gone out to the services to draft de- 
tailed programs for the use of the funds 
and to solicit project proposals from 
potential contractors. 

The new look at materials stems from 
the weapons designers’ need for new ma- 
terials to meet special problems of space- 
age weapons. Says one official, ‘“We’re 
using current materials at the very limit 
of our knowledge. We haven’t even started 
to learn about the material problems in- 
volved in space vehicle design. We’re now 
going on guesses.” 


New Funds for Next Year 


For the most part, the new funds will 
be applied to next year’s program. This 
wili bring the total military budget for 
materials research up to about $90 mil- 
lion in fiscal 1960, starting July 1—some 
$23 million over this year’s spending. 

Military-sponsored materials research 
covers the spectrum of metals, plastics, 
ceramics, cermets, and other organic and 
inorganic materials — high-temperature 
alloys for rocket engines, high-strength 
steels for naval pressure hulls, corrosion 
resistant coatings for nuclear submarines, 
new fabrics for airships. 

The new $20 million comes from a 
special $150-million research and de- 
velopment emergency fund appropriated 
to the Defense Department last year. The 
materials branch in the department’s re- 
search and engineering office had asked 
for an extra allotment of $45 million. 

The additional funds will be spent this 
way: 

e¢ $6-million to the Army for research 
on materials used for casings, nozzles, 
controls, and other parts in solid propel- 
lant rocket motor. 

e $1.5 million to the Air Force for re- 
search on “thermal protection” system— 
combinations of structural and insulating 
materials to “provide highest strength- 


weight ratios for structural strength in 
high temperature environments.” 

¢ $1 million to the Navy for research 
on refractory metals fabrication—molyb- 
denum and its alloys to start with, then 
columbium, tantalum, tungsten, and their 
alloys later on. 

e $1.5 million to the Navy and Air 
Force for refractory metal alloy research. 

¢ $1 million to the Air Force for re- 
search on high temperature polymers— 
including inorganic materials to be used 
as structures, adhesives, and sealants at 
temperatures of 1,000 F. and above. 

e $1.2 million to the Air Force for re- 
search on high temperature ceramics— 
adhesives as well as structural materials, 
nitrides, borides, carbides, glass, and 
other ceramics. 

e $1 million to the Army for research 
on thermoelectric materials. 

e $2 million to the Navy and Air Force 
for research on forging, extruding, weld- 
ing, casting, and other fabricating proc- 
esses—including fabrication under vac- 
uum or inert gas conditions. 


Titanium Sheet Rolling Research 


¢ $800,000 to the Navy for research 
on titanium sheet rolling, high tempera- 
ture alloys, weldable alloys, and new 
processing methods (including sandwich 
construction). 

e $200,000 to the Navy for research on 
non-destructive test methods. 

© $500,000 to the Navy for plasma jet 
research as used for coatings, synthesis 
of new materials, and for dissociation and 
purification of materials. 

e $600,000 to the Air Force for re- 
search on high pressure-high temperature 
processes and for development of new 
materials. 

¢ $500,000 to the Navy for research 
on composite materials (strengthened by 
fibers, dispersed particles of other mate- 
rials, or laminates). 

e $200,000 to the Army for establish- 
ment of a “plastics information center” 
at Picatinny Arsenal, Dover, N. J. The 
center will be a clearing-house for defense 
contractors on plastic research. 

e $2 million to the Air Force for instal- 
lation of an experimental graphite plant 
to do research on high-reliability missile 
components. 

The military services support about 
half the research on materials performed 
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in the U.S. Roughly 20% of the mili- 
tary research is handled in government 
facilities, the remainder is split between 
industrial contractors and private research 
institutes. 

Makeup of the Air Force’s $23-million 
program this year (the biggest of the three 
services) is representative of the types of 
research all the military services now sup- 
ports in the materials field. 

Major project classifications in basic 
materials research: electronic properties, 
crystal physics, materials at high temper- 
ature, solid-state research, chemical syn- 
thesis, and interface phenomena. 

In applied research, major project 
classifications run like this: magnetic ma- 
terials development, finishes and materials 
preservation, textiles, polymeric mate- 
rials, ceramics and cermets, metallics, 
materials, analysis and evaluation, experi- 
mental technology for materials research, 
electronic materials, materials applica- 
tion, surface phenomena, properties of 
materials, and synthesis of materials. Un- 
der these general classifications, the Air 
Force conducts about 250 individual 
projects. 

Results of military-supported materials 
research are disseminated in two ways. 
Basic research reports normally are pub- 
lished in the professional journals. 

Applied research results are ordinarily 
reported to the sponsoring agency by the 
contractor. Fifty copies are then dis- 
tributed among other key government 
agencies and contractors engaged in re- 
lated projects. Restricted circulation con- 
trols dissemination of classified material. 

For unclassified material, the Armed 
Services Technical Information Agency, 
Arlington Hall, Va., acts as a clearing- 
house for all research project results. 
A.S.T.I.A. issues periodic reports and 
abstracts to defense contractors who sub- 
scribe to the service. More general data 
is available to the public at large through 
purchase from the Commerce Depart- 
ment’s Office of Technical Services. 


Curtiss-Wright Researches 


Binder Material from Coal 


Quehanna, Pa.—The Curtiss-Wright 
Research Center has developed a new 
product which the company believes 
would give the ailing coal industry a 
tremendous new market. 

It is a new binder material made from 
coal. Since the product could well bolster 
the declining soft coal industry in Pennsyl- 
vania, Curtiss-Wright wants the state to 
cooperate in a test of its worth as a black- 
top road paving material. 

Roy T. Hurley, chairman and presi- 
dent of Curtiss-Wright said the binder 
material could also be used for airport 
runways, roofing, shingles, floor tiles, tar 
paper, water-proofed kraft paper, drain 
pipes, conduits, automobile undercoating, 
and many other products. 

While the present material uses bitumi- 
nous coal, Curtiss-Wright believes that 
future development will demonstrate that 
anthracite also can be used. 

Discussing the new paving material 
with Pennsylvania officials, Hurley said 
highways and runways constructed with 
the binder will have longer life and re- 
quire less maintenance. He said labo- 
ratory tests have shown that the new 
binder will stand up four times longer 
than present asphalt surfaces under stand- 
ard water soaking conditions and will sup- 
port up to 30% greater loads with de- 
formation. 

In production, he said the cost of the 
binder material will be competitive with 
blacktop binder materials that are pres- 
ently in use. 


Sylvania Division Moves 


Muncy, Pa.—Sylvania Electric Prod- 
ucts, Inc.’s electronic systems division 
has moved from Williamsport, Pa. to a 
new location here. 
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USING SURVEY DATA, W. O. Bettiger, left, 


senior buyer, picks the 


right vendor while H. W. Sinnen, purchasing agent, Outside Manufac- 
turing, locates on a map of Georgia the town in which vendor is located. 


Lockheed’s Georgia Survey 
Helps Locate Close Suppliers, 
Encourages Local Industries 


When Lockheed = Aircraft 
Corp. set up its Georgia Division 
near Atlanta, purchasing men 
found themselves a long way 
from customary sources of air- 
craft components. New England 
purchases required a minimum 
900-mile freight run. California 
suppliers were almost three times 
as far away. To lick this prob- 
lem, Lockheed purchasing men 
sold management on _ locating 
Georgia sources of supply. 


Tells Why Needed 


H. W. Sinnen, purchasing of- 
ficial who handled the vendor 
survey, says the purchasing staff 
told management the survey was 
needed because: 

*Local buying would 
freight costs. 

© Lockheed buyers need to 


Save 


know locations of all shops that 
can make parts on an emergency 
basis or on a regular basis. 

© Lockheed buyers need to 
have an answer when local in- 
terests ask, “Why don’t you buy 
your #2 widgets in Georgia?” 

e The complete file of Georgia 
metalworkers would be valuable 
to state colleges, chambers of 
commerce, and other institutions, 
too. Making such information 
available would be good public 
relations for Lockheed. 

Sinnen and an assistant spent 
four months each on the road. 
They built a file of 250 possible 
suppliers of components to fiit 
Lockheed’s specifications and tol- 
erances. To date, the company 
has done business with 50 of 
these vendors. 

The two men checked all of 
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VENDOR SURVEY CARDS, filled out 


Georgia’s 159 counties, drove 
a total 16,000 miles. Total cost 
of the vendor survey was $15,- 
000. 

How did Sinnen go about 
smoking out sources of supply 
over an entire state? Says Sin- 
nen, “I drove into town and 
checked first with the local 
Chamber of Commerce, if any. 
Then I checked with the police 
department. After checking out 
leads with these sources, I just 
covered the town cold turkey. 


Most Cooperative 


“Most shop operators were 
very friendly and cooperative. I 
walked in and asked if they 
would be interested in doing 
business with Lockheed. Most 
were very interested at first. But 
many lost their enthusiasm when 
I started talking close tolerances 
and government specifications. 

“While I talked to the man 
running the shop, I looked 
around, making mental notes. I 
watched general appearance of 
the shop, general production at- 
mosphere shown by the foreman, 
the employees, and the shop 
owner.” 


Asked for Specific Information 


In addition to his mental ob- 
servations, Sinnen asked the shop 
manager for specific information 
including: 

Square feet of floor space in 
the shop. 

Number of people employed. 

Average tolerances machinery 
and employees can hold. 

Special or unusual equipment 
(grinders, heat-treating, etc.) not 
usually in a small shop. 

Sinnen also asked for records 
of re-orders on high-precision 
components. If the shop man- 
ager could show re-orders from 
well-known companies, this was 
a definite plus mark for the ven- 
dor cards. 

In his statewide travels, Sin- 
nen found larger towns generally 
had better sources of component 
supply. But thev® were excep- 
tions. Sinnen remembers a small 
town,pear Dalton where several 
three*and four-man shops were 
turning out high-precision sew- 
ing machines for nearby textile 
mills. These shops were small 


for regular contracts but made 
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a potential supplier, lists his capabilities. A Tab- 


after a visit to 


good prospects for Lockheed’s 
emergency needs. 

Sinnen admits his shop visits 
were often disappointing. But he 
also made some real finds in his 
travels. 

He found a shop in north 
Georgia already building parts 
for a commercial airline. Sin- 
nen told the owner that Lock- 
heed needed flash welding but 
had to get it all the way from the 
West Coast. 

The shop owner wanted the 
business; so he bought equip- 
ment recommended by Lockheed. 
Lockheed later sent a quality- 
control man to work in the shop 
until the machinery could be cer- 
tified to Lockheed and U.S.A.F. 
specs. 

Now the vendor has built a 
plant to handle his growing busi- 
ness. And Lockheed has a de- 


ulated index of more than 250 such cards now is 
used by government development group and others. 


pendable supplier only 100 miles 
away. In emergencies, the vendor 
rushes components to Lockheed 
in his own trucks. 

When Sinnen returned from 
his swing around Georgia, he 
built from his notes a Georgia 
vendor file that has since been 
used by Lockheed itself, Georgia 
Institute of Technology, Geor- 
gia’s industrial development 
group, state and county cham- 
bers of commerce, and other lo- 
cal groups. 

Sinnen says “The 50 suppliers 
we've used since the survey made 
the whole thing worth while. 
But the bonus will come if we 
ever run into a production emer- 
gency or competitive situation 
that demands our going to small, 
local shops. Then we’ll have our 
sources of supply already mapped 
out.” 
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New Bessemer Leaded Steel Plant 
Opened to Meet Increasing Demand 


U. S. Steel Corp. Facilities at Lorain, Ohio 
Adds to Firm’s List of Free Machining Steels 


Pittsburgh—Automatic screw 
machine users’ demand for leaded 
steel has prompted U. S. Steel 
Corp. to open new Bessemer 
leaded steel facilities at its Na- 
tional Tube Division works, 
Lorain, Ohio. 

U. S. Steel has produced 
open-hearth leaded steel at the 
Duluth plant of its American 
Steel & Wire Division. The 
Lorain operation will up produc- 
tion to meet rising demand. The 
new operation also adds to the 
corporation’s family of free ma- 
chining steels. 

The corporation said a recent 
survey showed 46.6% of all steel 


Snyder Corp. Purchases 
Filling Machine Maker 


Detroit—Snyder Corp. has 
entered the filling machinery line 
with the purchase of Hope Ma- 
chinery Co., Philadelphia. Hope 
Machinery had 50 yr, experience 
in building filling machines for 
packaging in food, dairy, chemi- 
cal, pharmaceutical, paint, cos- 
metic, and building products in- 
dustries. 

Hope machines will be engi- 
neered and built at Snyder’s 
Arthur Colton Co. Division in 
Michigan. The division also will 
service all Hope fillers now in the 
field. 


Third Plant Opened 


Atlanta, Ga. Newcomb 
Spring Corp. has opened a third 
plant here. Newcomb has opera- 
tions at Southington, Conn., and 
Valley Stream, N. Y. The new 
plant here has the latest produc- 
tion facilities for turning out all 
types of springs, wire forms, and 
small metal stampings. 
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Postmaster . . 


bar stock used in automatic 
screw machines in 1958 was 
leaded. In 1957 only 25% of 
the stock used in high-speed ma- 
chines was leaded. 

Manufacturers using _ high- 
speed equipment have found 
leaded-steel prolongs life of their 
tools, the spokesman for the 
company said. 


a ie ii 
MOLTEN STEEL streams from ladle into mold while tiny lead pellets 
are sprayed by operator into flow at U. S. Steel’s Bessemer facilities. 


L.F.M. Mfg. Builds Large 
Electrical Steel Foundry 


Atchison, Kan.—L. F. M. Mfg. 
Co., a subsidiary of Rockwell 
Mfg. Co., has completed what it 
terms the largest electrical foun- 
dry under one roof. 

L. F. M.’s facilities include the 
largest type of electric furnace 
used by steel foundries. Other 
innovations are: mechanized 
slinger mold department, pneu- 
matic core and transport system, 
and a pneumatic core sand recla- 
mation system. 

The foundry represents a $3- 
million investment and a 50% 
expansion of area. 


Q Which Trailer manufacturer stands behind its product 


most effectively? 


A sFruehauf. Nearly all Trailer-builders will guarantee 
quality of parts and workmanship—but only one offers 
such extensive, complete, nation-wide service facilities 
for executing this guarantee. Fruehauf’s 44-year history 
of continued service, its permanent master parts book 
and stock of parts and assemblies for all units built is 
your assurance of continued Trailer operation. 


Answers To The 
Purchasing Man’s Questions 
About Truck-Trailers 


convenient terms? 


Q Who can provide the lowest-cost Trailers at the most 


A Fruehauf. Specification for specification, Fruehauf 
Trailers are unmatched at their price. There are 
“cheaper”’ Trailers—but not constructed to the same 
specifications with the same profitable, durable features. 
Further, Fruehauf offers the broadest, most practical, 
capital-conserving leasing terms. Fruehauf’s wide range 
of finance plans permits further capital economies 


through gearing of credit terms to depreciation rates. 


Q Which Trailer manufacturer can best meet my equip- 


ment specifications? 


A Fruehauf. No other manufacturer in the world 
offers such a broad line-up of standard and specialized 
models, optional features, and specifications. Thus, with 
all your equipment supplied by Fruehauf, you have the 
best possible opportunity to enjoy the economies of 
interchangeable operating parts. 


If you, as a purchasing agent for your company, 
have any further questions to ask regarding Trailers 
and methods of economizing in obtaining them, 
chances are Fruehauf can supply a very good answer. 
Please write or call any time. 
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Plating Lines 


Up S.P.S. Parts Finishing Speed 


System Handles Diffused Nickel-Cadmium, Nickel, 
Copper, and Silver; Coats Parts for 1,400 F. Use 


Jenkintown, Pa.—New high- 
temperature plating lines have 
quintupled Standard Pressed Steel 
Co.’s capacity to finish hot spot 
fasteners and structural parts. 

Standard Pressed’s new plating 
unit will coat parts for use in 
temperatures up to 1,400F. The 
new system will handle diffused 
nickel-cadmium, nickel, copper, 
and silver. 

To meet aircraft and missile 
industries’ increasing demand for 
precision in higher heat bolts and 
structural parts, S.P.S. has in- 


U.S.I. Plans to Double 
Polyethylene Production 


New York—Right after put- 
ting its Houston high pressure 
polyethylene plant on stream, 
U. §S. Industrial Chemical Co. 
announced plans to double the 
capacity of the 75 million Ib. a 
year facility. 

National Distillers & Chemical 
Corp., U.S.I.’s parent firm, said 
expansion was necessary to keep 
up with polyethylene needs. At 
present, transparent packaging 
uses 200 million Ib. annually. 
The company predicts that pack- 
aging usage will hit 400 million 
lb. in five years. 

Total polyethylene production 
from U.S.I1.’s new plant and Tus- 
cola, Ill., facility is now 175 mil- 
lion Ib. a year. With the comple- 
tion of the new plant’s addition 
in 1960, U.S.L.’s output will be 
250 million Ib. 


Clarke Can Co. Making 
Rigid Aluminum Cans 


Philadelphia—Clarke Can Co. 
has added rigid aluminum cans 
to its tin can line with its new 
German-made impact extrusion 
press. High purity aluminum 
“slugs” are fed into the press at 
over 2,500 an hr. to make one- 
piece can bodies, holding up to 
1% qt. 

The automatic line is supple- 
mented by equipment which 
trims the cans to desired lengths 
and performs secondary forming 
and finishing operations. 
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stalled specially-designed recti- 
fiers and other equipment in its 
plating operation. 

S.P.S.’s system consists of a 
52-ft. barrel line and 52-ft. rack 
line for nickel-cadmium and 
silver operations. The production 
units are scientifically geared to 
eliminate spot checks, the com- 
pany pointed out. 


NEW PLATING facility of Standard Pressed Steel Co. will permit firm 
to handle nickel-cadmium coated fastener demand on volume basis. 


Gulf Oil to Erect Plant 
To Make Oxo Alcohols 


Pittsburgh — Gulf Oil Corp. 
will erect a new multi-million 
dollar plant to produce oxo alco- 
hols at its Philadelphia refinery. 
These facilities will be Gulf’s first 
major petrochemical installation 
at Philadelphia. 

The new plant, which will 
quadruple the company’s oxo 
products capacity, is primarily for 
isocgoctyl and decyl alcohols. It 
also will be capable of producing 
a broader range of alcohols and 
other oxo products. Construc- 
tion is expected to start this sum- 
mer. 
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For quick economical results . . . advertise your 
surplus inventories in PURCHASING WEEK 
. +. @t the low, low, rate of $10.00 per adver- 
tising inch. 


For contract rates or information, contact your 
advertising agency or write: 


PURCHASING WEEK 


CLASSIFIED ADVERTISING DIVISION 
Post Office Box 12 New York 36, N. Y. 
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Bridgeport Ultra Fine Grain Brass Strip 
Saves Siesta-Ware *2,400 a Year 


Before Benner Glass Company, Jacksonville, Fla., made the 
happy discovery of Bridgeport Ultra Fine Grain Brass Strip, 
production of the brass banding on each attractive Siesta- 
Ware Party Mug, Snack Jar and Tumbler was at the rate of 
two coils of strip running at 35 lineal fpm through three 
buffing stages. Today, with Bridgeport UFG Strip, the same 
machine runs at the rate of 48 fpm! 


nec 


Colorful Siesta-Ware is de- 


There’s a simple reason why Benner Glass now realizes 


signed to create a holiday mood 23% time savings and 8% savings on polishing materials. It 


...and so are the remarkable 
production savings realized by 
Benner Glass Company! 


is this: the infinitely superior finish of Bridgeport Ultra Fine 
Grain Strip requires far less buffing. Important savings in 
time, cutting compound and buffing naturally result. In the 


annual processing of Bridgeport coiled strip, Benner saves 
more than $2,400... while turning out an even better 


finished product! 


BRIDGEPORT 2, CONNECTICUT 


Don't you overlook the sizable savings that can be yours 
when you switch to Bridgeport Ultra Fine Grain Brass 
Strip. To get the facts and figures as they apply to your 
products, call your nearby Bridgeport Sales Office... or 
write direct for a copy of our Ultra Fine Grain Brass Book- 
let, Grain Size, THe FourtH Dimension. Dept. 4004. 


BRIDGEPORT BRASS COMPANY 


Specialists in Metals from Aluminum to Zirconium 
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“leading role” of union demands in the post-war spiral of cost 

push inflation. They denounced union efforts to stick an inflation- 

ary label on so-called “administered pricing’ and corporate 

profits—both favorite labor targets which came in for heavy 

barrages by labor spokesmen during a recent PURCHASING WEEK 

panel discussion of the wage-price issue (P.W., Mar. 16,59, p. 1). 
* = 

Even a major electrical industry president got into the act 
when he called on his industrial colleagues to hold the line on 
wages and prices by resisting wage increases that exceed “pro- 
ductivity” increases. 

But U.S. Steel’s financial chief, Robert Tyson, came right 
back with a warning that the public had better “hurry up and 
find out about productivity lest it be taken for a big propaganda 
ride on the subject.” There is a world of difference, Tyson 
declared, between an increase in true productivity and an increase 
in Output per manhour which is often mistakenly assumed to be a 
measurement of productivity. The benefit of increased output per 
hour is often offset “in considerable part by the cost of having 
and operating the expensive new equipment.” 

That is one factor overlooked in the productivity claims of the 
Steelworkers and other labor groups. 

* & v 

And in the high profits argument (certain to be utilized by 
McDonald following the spectacular first quarter earnings reports 
now being issued), Ford’s chief economist—George Hitchings— 
makes this point: Employee payrolls are the largest item in 
the consolidated production and distribution process. 

In the 1957 distribution of corporation product value, employee 
compensation accounted for 66.1%. Capital consumption allow- 
ances received 8.7%, indirect business taxes 8.8%, profits taxes 
8.8%, and profits after taxes amounted to only 7.5%. 

Thus it is obvious, Hitchings argues, that unit cost cannot be 
increased without either equivalent price increases or a squeeze 
on the 742% of corporate product value available to share- 
holders. Under these circumstances, the Ford economist con- 
tends, it is difficult to comprehend the viewpoint that either 
corporation quest for high profits or excess money demand is 
responsible for the rise in non-farm prices which has occurred 
since 1951. 

He also points out that direct hourly employment of a com- 
pany is only a fraction of total cost. The largest element repre- 
sents purchased goods and services from other business firms. 

These purchased items, however, include employee payrolls 
of the direct supplier as well as suppliers further down the line. 

The only argument left to those who fail to recognize the cost 
push theory, says Hitchings, is that the most successful corpo- 
rations could absorb more of the cost increase. Yet many of 
these same people also curiously argue against concentration 
of economic power. And the obvious conclusion to such a price 
policy is elimination of competitors whose cost-price position is 
not so favorable as the strong producers. 


Seaway a P.A. Question Mark; 


(Continued from page 1) 
switch over to the Seaway supply 
route if “competition” gets too 
hot. 

© Most agreed that there would 
be no major overnight upheavals 
in purchasing procedures but that 
the St. Lawrence Seaway impact 
would be slow and steady over a 
period of years. 

e Many consider the fact that 
winter ice will close the waterway 
for four or five months a year a 
definite drawback to purchasing 
planning. 

And even while asserting the 
Seaway will not seriously affect 
buying habits for a long time, 
most P.A.’s (as well as traffic 
men) appeared to be on the edge 
of their seats waiting for a gen- 
eral shakedown in freight rates 
and shipping schedules on over- 
land as well as sea routes. 

Many indicated they will be 
sorely disappointed if they do not 
benefit from reduced rail and 
truck tariffs as those carriers re- 
act to Seaway competition. 


What P.A.’s Agree On 


As vessels raced to be the first 
to dock in America’s new-found 
ocean ports around the Great 
Lakes, purchasing directors also 
agreed on these points: 

e The Seaway will be of great- 
est importance first to importers 
of raw materials and heavy ton- 
nage shippers of grain, ore, and 
similar bulk commodities. 

e The rate at which other firms 
begin to utilize Seaway facilities 
will depend on the still-to-be es- 
tablished and proven traffic cost 
and delivery advantages. 

e It’s still too early to deter- 
mine how much buyers of foreign 
steel and other imported prod- 
ucts will step up their purchases 
or how many new customers for- 
eign producers will be able to 
win from U.S. suppliers in a 
price-quality-delivery | competi- 
tion. 

In Pittsburgh, steel sales offi- 
cials expect increased competi- 
tion from steel imports. On the 
other hand, steel purchasing men 
—like Joseph G. Smith of Pitts- 
burgh Steel—believe the Seaway 
may lower delivered prices. on 
iron ore, ferro-manganese, fluor- 
spar, and other heavy bulk mate- 
rials. 


Price Changes for Purchasing Agents 


Amount 


of 
Change 


Item & Company 
INCREASES 
‘i denier acetate filament yarns, major producers 
denier 
denier, 
denier, 
Rayon staple fibre, Hartford Rayon Co. 
natural crimped carpet staple, Ib 01 
regular textile staple, Ib 02 
Eugenol, USP, lb 20 
Pentaerythritol, tech. grade. in bags, c.1., lb O15 
0025 
0025 
fe 
05 
0025 
52.00 


05 
05 
05 


Gasoline, Gulf Coast refiners, regular grades, g: 
Casein, Argentine, Ib 

Clove oil, leaf, lb 

Menthol, Brazilian, lb 

Turpentine, gum, gal 

Mercury, 76-lb. flask 


REDUCTIONS 


Polymer-coated KST “Cellophane,” Du Pont of Canada 
grades 276, 300, and 450 KST, Ib 


Copper, custom smelters, Ib 


04 
1 
10 
20 
Sedium hydride, 50% sol. 30 
Turquoise, 8 GL, lb 23 
Vat yellow, GC paste, Ib 15 
0025 


Pineneedle oil, Ib 
Geranyl butyrate, Ib 


Permanganate Potash, Carus Chem., elts, 110-Ib. kegs Ib. 
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Reason 
New 
Price 


87 
$1.03 
$1.14 


35 
aa 
$1.90 
31 
105 
1875 
$1.45 
$5.30 
5325 


$240.00 


Rising costs 


Output cutback 
Stock shortage 
Demand strength 
Demand strength 


Expanding mkt. 
Reduced Demand 


Purchasing Week 


R. L. Weatherly, purchasing 
agent for Penn General Supply 
Co. at Pittsburgh says “long 
range, it will be a fine thing. As 
a rule, you can ship by water 
cheaper than any other way.” 

Purchasing directors in all 
inland cities like Pittsburgh, 
Akron, and elsewhere empha- 
sized their dependence on future 
developments in overland freight 
rates because they must still haul 
to and from Great Lakes ports. 

At Chicago, purchasing direc- 
tors of a number of leading pro- 
ducers of consumer and indus- 
trial goods forecast an ultimate 
impact on a variety of consumer 
items in the Midwest area. They 
indicated the possibility that an 
influx of foreign products could 
cause some price-cutting compe- 
tition among domestic suppliers 
of industrial as well as consumer 
products. 


Imports Inducement 


An Indiana purchasing execu- 
tive said: “Let’s be frank about 
this; fellows around here (In- 
dianapolis) are looking forward 
to the Seaway. They prefer to 
buy from American suppliers and 
will continue to do so, but let’s 
face it—if you can get quality for 
quality and delivery for delivery 
at a cheaper price, it gets harder 
to justify buying the more ex- 
pensive product.” 

The Indiana P.A. said he fully 
expected increased usage of for- 
eign steel, imported cement, and 
European-made machine tools as 
Seaway traffic increases. 

At Buffalo, near the start of 
the Seaway route, Seaway en- 
thusiasm blew hot and cold. Ly- 
man Davis, P.A. for Electro Re- 
fractories and president of the 
Buffalo Purchasing Agents Asso- 
ciation, said his firm expects to 
make substantial savings on 
freight rates. The company im- 
ports graphite from Madagascar, 
kyanite from India, and mag- 
nesium oxide from Greece—ma- 
terials which now can be trans- 
ported directly by water to the 
Buffalo plant. 


Must Develop Plan 


“The Seaway will mean a lot to 
us from a purchasing standpoint,” 
Davis said, “but it will take time 
to develop a plan of procedure.” 
In three years, he said, the Sea- 
way will become “very important 
from a purchasing standpoint.” 

In contrast, James Gleeson, 
P.A. at nearby National Gypsum, 
said the Seaway is unlikely to 
have any immediate effect on his 
purchasing policies. The Buffalo 
firm does little importing and its 
domestic sources of raw materials 
are likely to remain the same. 
But Gleeson knows of one buyer 
who now obtains 90% of his nails 
from overseas and will depend 
quite extensively on Seaway de- 
livery. 

Akron rubber producers, hav- 
ing no firm rate schedules at hand, 
greeted the Seaway opening with 
relatively little enthusiasm. But 
they admitted they were working 
on token shipments of natural 
rubber from the Far East to de- 
termine the feasibility of shifting 
to Seaway usage. The usual point 
of entry is the port of New York, 
and the Seaway adds 1,000 miles 
to the journey. Despite this, one 
traffic manager estimates (with- 
out benefit of confirming rates, 
however) that a saving of $12 a 
ton could be made. 

Some rubber companies also 


Buyers Waiting 


are talking of pooling import ship- 
ments. The rubber manufac- 
turers association is working* on 
a plan by which pool shipments 
could be landed at Buffalo, Cleve- 
land, and Detroit, and then 
trucked to plants. 

The auto industry is not mak- 
ing estimates nor does it appear 
too enthusiastic about possible 
dollar savings from the Seaway 
route—although some authori- 
ties forecast cost reductions total- 
ing $10 million a year. 

Ford Motor Co. said “sav- 
ings in shipping costs may be 
possible on a limited number of 
inbound raw material items if 
toll charges can be maintained 
at realistic levels.” But the com- 
pany is putting off any decision 
on eventual use for shipping 
finished products until later. 

American Motors’ purchasing 
director James Lee, however, 
sees the seaway opening up new 
potential sources for A.M.C. 

At Milwaukee, many firms ap- 
peared most interested in the 
pospects of shipping to overseas 
points and expected incoming 
goods would be held to a mini- 
mum. 

Cincinnati P.A.’s also indi- 
cated they were hampered by 
lack of knowledge about rates. 
For example, Champion Paper & 
Fibre is seriously considering use 
of the Seaway, but needs further 
cost clarification before deciding. 

“We're hoping for lower rates,” 
one paper company buyer said, 
“but as far as more speed, we 
doubt it.” 

At Emery Industries in Cincin- 
nati, P.A. William Parry said the 
company is not importing now 
but has it in mind—“if the Sea- 
way comes to Toledo, it would 
be a good shot for us down here 
as against going through New 
York or [hiladelphia,” 


Rubber Buyers 
See Short Strike 


(Continued from page |) 
month or less. But others, like 
Jack Boone, purchasing director 
for Clark Equipment at 
Buchanan, Mich., was more 
pessimistic. 

Most Detroit auto makers and 
suppliers claim they built up rub- 
ber inventories to the point that 
a complete shutdown will not af- 
fect operations. However, De- 
troit does not expect longer than 
a month-long strike. 

Some companies, not antici- 
pating the sudden walkouts, were 
not so well prepared. One large 
manufacturer of materials han- 
dling equipment admitted that if 
all the big rubber companies went 
out, he couldn’t keep production 
going more than 3-4 weeks. 

Still, another company in this 
same field found itself much bet- 
ter prepared. Between inventor- 
ies held by rubber suppliers and 
in their own facilities and a good 
lead time position, this firm could 
keep production rolling about 60 
days. 

Some struck companies said 
they had good-sized inventories 
but not tremendous ones. They 
say a lot depends on whether 
their big warehouses scattered 
across the country were dis- 
turbed. 

The walkout involves welfare 
conditions, severance pay, and 


other fringe issues. 
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Running Battle Over Steel Prices 
Shifts Scene to Washington, D.C. 


(Continued from page |) 
to a capital city that has dealt it- 
cif into their negotiations—both 
at the White House and in Con- 
gress. 

It also affords a face-to-face 
meeting with subcommittee chair- 
man Estes Kefauver (D., Tenn.), 
one of the most persistent critics 
of steel’s wage-price decisions. 
Kefauver has warned steel labor 
and management that this is their 
“last chance” to exercise restraint 
in wages and prices or else face 
congressional action to force them 
to comply. 

Kefauver’s insistence on coup- 
ling wages to the prices question 
has opened a rift between him 
and labor, which has been one of 
his strongest supporters. McDon- 
ald was so exasperated, in fact, 
that in a fit of pique he publicly 
called on Kefauver to “keep his 
nose out of my business.” And 
steel management greeted Ke- 
fauver’s suggestion with chilly 
silence. 


Using as a Club 


Kefauver is holding the pend- 
ing pre-price notification legisla- 
tion up to the steel industry as a 
club. The bill faces an uphill 
climb before it could ever be 
passed by Congress, much less 
get approval by President Eisen- 
hower. But a steel contract set- 
tlement that results in a sizeable 
increase in the price of steel 
would give much added steam to 
the measure. 

The bill, sponsored by sub- 
committee member Joseph O’Ma- 
honey (D., Wyo.), provides that 
large corporations must file pro- 
posed price increases 30 days be- 
fore the effective date with the 
Attorney General, the Federal 
Trade Commission and _ both 
Houses of Congress. The Federal 
Trade Commission furthermore 
would be required to hold public 
hearings. 

The government would have 
no power to reject the increases, 
but the force of public opinion 
would be expected to temper 
price increases. 

But before any such measure 
passed Congress, it would be vir- 
tually certain to include a provi- 
sion pertaining to wage increases 
as well. For this reason, labor un- 
ions have been wary about ac- 
cepting such a bill. 

A similar measure sponsored 
by Sen. Joseph Clark (D. Pa.) 
and Rep. Henry Reuss (D., Wis.) 
was approved by a House gov- 
ernment operations subcommittee 
last week. This bill would have 
the President's Council of Eco- 
nomic Advisers make a_ public 


review of wage-price increases. 

Kefauver is staging a 10-day 
set of hearings on the O'Mahoney 
bill, with numerous business lead- 
ers such as General Electric’s 
Ralph Cordiner set to appear, as 
well as Administration leaders 
and private economists. 

Blough and McDonald won't 
appear at the same session. Mc- 
Donald gets first crack at mid- 
week; Blough gets his innings a 
day or two later. 

The reason Blough and Mc- 
Donald have swallowed their dis- 
taste of Kefauver’s operations to 
appear before his subcommittee 
is to be found in the quickening 
pace of preliminary contract 
maneuvering. 

The two sides are now in the 
buildup stage—seeking to enlist 
as much public support before 
they actually sit down to hard 
bargaining next month. 

For all intents and purposes, 
negotiations really got started 
10 days ago with a flurry of pub- 
lic statements from the top com- 
mand on both sides. Steel in- 
dustry leaders called on the Steel- 
workers Union to agree to a 
one-year wage freeze as an anti- 
inflation step. 

The Steelworkers countered 
with a demand that steel agree 
not to raise prices for a year and 
to agree to a boost in wages and 
fringe benefits to be paid for out 
of increased productivity. 

These are only base lines for 
both sides, of course. Nobody 
really expects McDonald to settle 
for no wage increase or the in- 
dustry to bind itself to a no-price 
hike pledge. 


New Moves from White House 


The hearings will get under- 
way amid new moves from the 
White House to keep the pres- 
sure on steel and other industries 
to hold wages and prices in line. 
Vice President Nixon’s White 
House committee on price stabil- 
ity for economic growth is to 
spell out its program of investiga- 
tions more clearly this week. 

President Eisenhower, in a 
complete about-face from his first 
six years in office, has personally 
focused pressure on the steel in- 
dustry to agree to a “non-infla- 
tionary” settlement this year. He 
kept up the barrage last week by 
declaring that “only the most 
persistent counter-pressures will 
keep prices where they belong.” 

Eisenhower responded to crit- 
ics who have claimed he is too 
concerned with inflation by stat- 
ing that “they forget that it is too 
late to repair a leaky roof when 
the rain is pouring down. 


Weekly Production Records 


Steel ingot, thous tons 

Autos, units 

Trucks, units 

Crude runs, thous bbl, daily aver 
Distillate fuel oil, thous bbl 
Residual fuel oil, thous bbl 
Gasoline, thous bbl 


Petroleum refineries operating rate, % 


Container board, tons 
Boxboard, tons 

Paper operating rate, % 
Lumber, thous of board ft 


Bituminous coal, daily aver thous tons 
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Latest 
Week 
2.648 
133,692 
26,115 
8,092 
13,602 
6,788 
28,268 
83.8 
160,250 
152.445 
87.4 
249,383 
1,266 
12,604 
371.3 


Week 
Ago 
2,641* 
133,878* 
25,956* 
7,129 
13,784 
6,798* 
28,405 
84.9 
152,400 
142,958 
93.1* 
253.617 
1,320* 
12,618 
469.9 


Year 
Ago 
1,285 
84,997 
16,863 
7,571 
11,720 
7,248 
25,817 
82.5 
139,919 
139,485 
89.8 
216,307 
1,185 
11,307 
304.5 


Steel Output Zooms 


As Wage Fight Nears, 
Possibility of Strike 


(Continued from page |) 
heads of the big steel companies. 
The U.S.W. president has already 
said that his union intends to 
negotiate on this year’s business- 
boom levels rather than last 
year’s ratings. 

The industry has countered 
that it intends to resist wage de- 
mands on the industry’s current 
high production because of the 
hefty pay raises given to steel 
workers during the past three 
years of poor productivity levels. 
The steel rate has dropped, since 
1956, from 130.4 to 122.3% 
(1947—100 in the B.L.S. Index). 

While steel appears to be 
climbing at a 2% long-term av- 
erage along with other industries 
covered in the B.L.S. report, some 
show sharper trends. Coal min- 
ing, for instance, takes the pro- 
ductivity prize. Mining zoomed 
from a 1947 level of 100 to 201.1 
in anthracite and 173.3 in soft 
cval mining. Railroad transporta- 
tion also showed a steady advance 
over the same period to 155.5. 

Curiously, these industries 
have been among the least pros- 
perous in recent years, even 
though their worker output con- 
tinued to rise. 

On the other side, productivity 
ratings are down from 1947 in 
two industries covered. Tele- 
graph has been falling off steadily 
since 1952 to 89%—a drop of 
11% in 11 years. Iron (usable) 
ore is not far behind at a 1958 
rating of 97.8%. 


Following Recession Trends 


What’s happening in the cur- 
rent steel productivity levels is 
following other recent recession 
trends. Steel productivity was 
only 102.8 in the 1949 recession 
year, rose to 111.9 a year later. 
And im 1954, it had dropped 3% 
from the previous year but 
climbed swiftly to 129.4 in 1955. 
The same high advance is antici- 
pated for 1959 following the 
6.6% decline. 

For copper (recoverable metal) 
productivity has been making 
hefty strides the past couple years 
after standing practically _ still 
since 1950. In 1956 productivity 
fell to 116.1 from the year te- 
fore. Then in 1957 it jumped to 
125.7 and spurted to 139.1 in 
1958. Class 1 line-haul railroads 
had a rating of 155.5 last year. 

For a number of industries 
productivity figures are available 
only through 1957. In that year, 
the index for lead and zinc (re- 
coverable metal) stood at 123, 
an increase from 117.1 in 1956 
and the first notable gain since 
1952. For primary smelting and 
refining of copper, lead and zinc, 
productivity was measured for 
the group at 154.6 in 1957. 

For others, it was a whop- 
ping 268.8 for synthetic fibers; 
146.4 for paper and pulp; 142.8 
for liquors; glass containers a 
mere 104.8; cement 155; and 
159.9 for food canning, preserv- 
ing and freezing industries. 


Lead Smelter Closing 


New York—American Smel*- 
ing & Refining Co.’s lead smelter 
at Alton, IIl., will be closed down 
in July after more than 50 years 
of continuous operation. Ter- 
mination of a contract by St. 
Joseph Lead Co. and the U. S. 
government’s import quotas were 
eported as deteremining factors. 


Purchasing Week 


Plastics Popular in Package Field; 
Conventional Materials Feel Impact 


(Continued from page 1) 
services. This year industry ex- 
perts look for a 5% increase. 

Most promising of the plastics 
is polyethylene in film form. The 
mechanical handling problems 
that plagued earlier development 
of the film have been overcome. 
Overwrapping machines that suc- 
cessfully handle poly are avail- 
able. And there are attachments 
for converting standard machines 
to poly. The rapid machine de- 
velopment during the past year 
will be a major factor in boosting 
use of the film, one poly supplier 
said. 

Bakery Goods Biggest Potential 

The material’s biggest poten- 
tial, as of now, appears to be 
bakery goods. For this and other 
applications it is cheaper than 
cellophane—about 20%. It is 
also moisture proof and more 
resistant to rough handling. 

Peering into the future, T. W. 
Sharp, Union Carbide Plastics 
Co., said, “As much as 60 mil- 
lion Ib. of poly film could go into 
wrapping of bakery goods by 
1963.” Last year less than 3 mil- 
lion Ib. went for that purpose. 
Most such goods are now being 
wrapped in cellophane or waxed 
paper. Frozen fruits and vege- 
tables and soft goods represent 
still another large potential. The 
total for all packaging purposes 
could hit 400 million Ib., twice 
the present usage. 


Cigarette Use Seen 


A good chunk of poly’s total 
might well be cigarette wrappers 
according to a spokesman for 
Eastman Chemical Products, 
Inc., poly producers. Right now 
several of the cigarette makers 
are testing such an overwrap. 
The tear tape problem apparently 
has been licked by Union Carbide 
Plastics Co. They showed a ma- 
chine designed to apply tear tapes 
to a variety of poly overwrapped 
packages. 

Despite the hoopla over poly 
film, the cellophane producers 
polled by P.W. were not too dis- 
turbed. Du Pont pointed out that 
despite some inroads by poly, 
“Last year cellophane had its big- 
gest year ever, some 400 million 
lb. were used.” Also the cello- 
phane producers are turning out 
new forms designed to enhance 
their product’s marketability. 
And they already have a con- 
siderable variety of films—so far 
unmatched by poly—for many 
applications. 


No Price Cuts Seen 


Pricewise, the cellophane pro- 
ducers did not see much prospect 
for price cuts in the near future. 
Poly producers, on the other 
hand, were mixed about their 
product. One felt poly had about 
reached the bottom of its price 
curve—could go nowhere but up. 
Others thought there was still 
room for price cuts but hedged 
their comments by including the 
prospect of increased labor and 
raw materials costs. 

Putting the situation in per- 
spective, an official of Olin 
Mathieson Chemical Corp. (pro- 
ducer of both materials) said, 
“There is more than enough room 
for both. Each will find its own 
particular applications. For the 
time being the industry faces a 
shakedown period while poly and 
cellophane find their proper 


places. During that period pack- 
aging as a whole will continue 
its rapid growth.” American 
Viscose Corp., makers of cello- 
phane, agree with this summation. 
They add that this shakedown 
period will likely last, “a few 
more years. 

Elsewhere other materials 
made news at the show. 


Plastics—Delrin is being ex- 
plored as a possible material for 
thin-walled containers and aero- 
sol containers. A_ transparent 
nylon, also experimental, keeps 
its glass-like transparency when 
molded into thick _ sections. 
There’s also nylon used to make 
aerosol dispensers. 

Polypropylene’s ability to stick 
to uncoated board makes it a 
good bet for skin packaging ac- 
cording to its maker. And poly- 
propylene film has a big potential 
for other applications—partic- 
ularly in boilable food packages. 
A new cellophane film picks up 
added strength from a sandwich 
construction—poly film between 
two layers of cellophane. An- 
other cellophane film just intro- 
duced is offered in an extra-heavy 
gage. 


Aluminum—Some of the ma- 
jor producers are test marketing 
bread wrapped in aluminum foil. 
And an aluminum aerosol con- 
tainer for products like cosmetics, 
dentifrices, and pharmaceuticals 
is soon to be available. There’s 
also greater use of boilable foil 
packages. 


Tin Plate—Piggy-back type 
packages are reaching the mar- 
keting stage. They are a combi- 
nation metal and paper container. 
The two snap together. 


Paper—New coatings and lam- 
inations for paper extend the ma- 
terials use. For instance, a boil- 
able polyethylene-coated paper 
bag was displayed. Corrugated 
was shown with extra-strength, 
triple-wall construction, — skid- 
proof coatings, and water proof 
coatings. Carton printing, this 
year, was much more colorful. 
A larger variety of multiwall pa- 
per bags is available. 

In machinery the makers ac- 
cented higher speeds, automa- 
tion, and more versatility. But 
they still appear to be in a 
squeeze. New materials are com- 
ing out faster than the machine 
builders can make machines. 
More and more packaging ma- 
terials producers are designing 
the machines to handle their ma- 
terials. These designs are turned 
over to the builders for manufac- 
ture and marketing. 

Most of the poly overwrap 
ping machines came into being 
this way. An adhesives producer 
finding no machine available to 
handle his new hot-melt adhesive 
turned his own engineers loose on 
the problem. This, he felt, was 
the fastest way to get his product 
on the market. 


Calif. Freight Rates Up 


San Francisco — California 
railroads and connecting highway 
carriers have been authorized by 
the California Public Utilities 
Commission to hike intrastate 
general commodity rates 9% ef- 
fective April 27. 
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New Metals, Plastics Gaining Wider Use in Industrial Pump Field 


(Continued from page 1) 
has sharpened competition in the 
field. 

One large Midwest manufac- 
turer, for example, has set up a 
detailed pump improvement pro- 
gram aimed at solving customer 
problems while easing pressure 
on the company. It works this 
way: 

The manufacturer gives a com- 
pany a new pump in return for 
the old one supplied about five 
years before. The old pump is 
then examined to see where the 
greatest wear is and new or dif- 
ferent materials are tested to im- 
prove the product. 

Tries Existing Pump First 

When a special problem turns 
up, the manufacturer tries to 
solve it with existing equipment. 
For instance, when a chemical 
firm wants to pump dry sand, 
the company might suggest water 
injection and use of a slurry 
pump. 

“Normally,” explained a com- 
pany spokesman, “we examine 
the market carefully and see if it 
would be worthwhile to design 
and manufacture say, in this case, 
a dry sand pump.” 


Price Hikes Seen 


Manufacturers said that this 
stress on product improvement 
along with other factors such as 
possible steel and labor increases, 
will undoubtedly bring a price in- 
crease sometime within the next 
few months. 

A spokesman for Pacific 
Pumping Co., San Francisco, 
which makes centrifugal pumps, 
said the biggest force behind an 
increase in pump prices “is the 
fact that our costs will go up 
10-12% on motors July 1, and 
that’s about half the cost of the 
pump alone.” 

Other firms queried by PurR- 
CHASING WEEK Said a steady rise 
in business activity will make a 
“needed price hike” possible in a 
short time. They noted that de- 
mand was generally across-the- 
board, and that a backlog of 
orders for industrial pumps is 
slowly building up. 


Great Use of New Materials 


The growing use of newer-type 
materials by the industry is par- 
ticularly prevalent in pumps 
designed for the chemical and 
petroleum industries. These prod- 
ucts must withstand high tem- 
peratures and pressure, resist 
corrosive and abrasive elements, 
and still maintain a high degree 
of efficiency and flexibility on the 
job. 

These “special materials for 
special jobs” include stainless 
steel, Neoprene, and different 
types of plastics. 

The chemical industry has been 
working with pumpmakers for 
several years in an attempt to 
standardize pump sizes, shapes, 
and dimensions to eliminate “cus- 
tomizing.” 

“Certain phases of this pro- 
gram have been progressing,” 
said an official for the Peerless 
Pump Division of Food Machin- 
ery Chemical Corp., Los An- 
geles “but the only thing that has 
definitely evolved so far is no- 
menclature.” 

-The petroleum industry is 
pushing hard in another direc- 
tion. It wants standard vertical- 
centrifugal high-pressure pumps 
which are to be used in repressur- 
ing oil wells. 

In the power production in- 
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dustry, some electric utilities are 
breaking away from the column- 
type submersible pump and re- 
verting to the volute-type which 
requires a dry pit but is better 
from the standpoint of main- 
tenance and inspection. 

In handling of very abrasive 
materials, as encountered in new 
fields such as taconite beneficia- 
tion where slurries are very abra- 
sive, the trend has been to rubber 
lined pumps. A thick rubber 
covering, though more expensive, 
stands up 10-12 times better 
than metal. 


Vickers, Inc., a Detroit pump 


maker, recently developed a line 
of low cost, constant delivery, 
single-stage vane pumps for use 
on construction equipment and 
many types of plant production 
machinery. The firm has also 
established a new line of low-cost 
variable delivery units. 

Another recent development 
in the industry was introduction 
of a line of two-stage process 
pumps for new alkalization units 
in refineries. Most major pump 
manufacturers consider this a 
terrific market as refiners upgrade 
their production facilities for 
higher octane. 


General Tire Producing 
1-Step Polyether Foam 


Akron, Ohio—General Tire 
& Rubber Co. has eliminated in- 
termediate steps in polyether 
foam production. Its new “one- 
shot” method reduces manufac- 
turing time and boosts product 
quality. 

Adding all components at the 
mixing head, General Tire can 
insure more uniform cell structure 
to create 10 to 15% _ greater 
resilience. This also produces a 
higher load-bearing foam and 
provides improvement in humid- 
ity aging. 

The simplification will allow 


even greater inroads on the solid 
foam market, General Tire offi- 
cials claim. 


Owens-Illinois Builds 
Glass Container Plant 


New Orleans—Owens-lllinois 
will erect a glass container plant 
on the Inner Harbor Industrial 
Canal here. 

Stressing greater efficiency and 
economy, Owen-lIllinois will in- 
stall multi-furnaces and a fully- 
automatic batch house for mixing 
raw materials. Company officials 
said the move reflects their con- 
fidence in the future of glass con- 
tainers. 


LOOK for improvements in industrial handcleaners 


A NEW WAY to clean working hands 


There has never been such a combination of plus features 
to keep workers’ hands healthy—and therefore on the job 


day after day! 


It’s a brand new scientific formulation — non-depleting 


Lan-O-Kleen PLUS. 


It’s WEST’S famous Lan-O-Kleen handcleaner . 


.. plus 


a softer scrubbing action... plus a gentler sudsing action 
... plus a soothing lanolin action! 


All of which combine to combat the depletion of natural 
skin oils while hands are being washed clean. 


Highly important is the exclusive process that keeps the 
rich lanolin content of Lan-O-Kleen PLUS “free” to 
soothe and soften. Lanolin is impregnated into a corn 
meal base, instead of being “held” in the soap by conven- 
tional methods. In this way, it is instantly released for 
more positive, beneficial action. 


PROGRAMS AND SPECIALTIES 


Lan-O-Kleen PLUS is dispensed from a patented, preci- 
sion-action unit. A clog-proof measuring valve with a 
mechanical agitator delivers a thrifty, yet adequate indi- 
vidual portion. More than 435 pairs of hands can be 
washed with each dispenser filling. 


FREE TRIAL OFFER. We’d be glad to send five pounds 
of Lan-O-Kleen PLUS and loan a dispenser for free trial. 
Or we’ll send a smaller sample for evaluation. Just call 
your local WEST office. Or mail the coupon to our Long 
Island City Headquarters, Dept. 64. 


© Supply a dispenser and 5 lbs. of Lan-O-Kleen PLUS. 
© Send a small sample of Lan-O-Kleen PLUS. 


Name 


Position 


FOR PROTECTIVE SANITATION 


AND PREVENTIVE MAINTENANCE 


ah ha 


\esd \ne 


WEST DISINFECTING DIVISION 


Purchasing Week 


WEST CHEMICAL PRODUCTS INC. 
42-16 West Street, Long Island City 1, New York 


Branches in principal cities 
CANADA: 5621-23 Casgrain Avenue, Montreal 


5,790 IN-STOCK Drill Types and Sizes 


GIVE YOU UNEQUALLED DESIGN AND SIZE SELECTION 


\ 
0059” Diameter 


15” 0.A. Length 


Continuous Production... 


ls assured when you specify UW & B because Whitman & Barnes 


carries more inventories to meet your production needs. 


Application Tested . . . 


No. 555 


32” Diameter . ' ; 
r proved quality performance! You get longer tool life . . . less 
26%” 0.A. Length For proved quality p on 


down-time .. . lower cosis! 


Fast Service... 


Is yours from a US & B distributor. He maintains complete stocks to 


give you drop-of-the-hat deliveries, 


Your Whitman & Barnes roduct information 
distributor can furnish _ , and free literature. 


you with complete | Call him today! 


A WHITMANs BARNES 


MAKERS OF FINE TOOLS SINCE 1848 


DRILLS ann REAMERS 


40080 PLYMOUTH ROAD « PLYMOUTH, MICHIGAN 
NEW YORK CHICAGO LOS ANGELES 


The two drills shown illustrate the range of standard 
drill sizes and types available from W & B inventories, 


